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ALL set for Mother’s Day—May 
12! It has greater possibilities for 
shoe selling this year than ever be- 
fore. Regular shoes, slippers, play 
shoes and all the accessories have 
a practical purpose on Mother's 
Day. If there was one-quarter the 


AS 


RG. 





pep and energy expended in the 
display and promotion of footwear 
for gifts for Mother’s Day as is 
spent in greeting cards, flowers, 
candy and cigarette promotions, 
there would be a hum to the cash 
register that would make sweet 
music in the lucky month of May. 
It isn’t what you have to sell but it’s 
what you do to sell it that is im- 
portant. 
+ - * 

COLONEL PHILIP B. FLEMING, 
administrator of the Fair Labor 
Standards Act, has taken steps to 
crack down on alleged violators of 
the law by announcing that more 
than 400 inspectors — important 
cogs in the division’s enforcement 


machinery-—will be in the field by 


April 16. More will be added from 
time to time until the total figure 
stands at 700. 

The administrator made known 
his plans to expand the wage-hour 
enforcement arm as the House de- 
bated plans to cut the division’s 
appropriations for the next fiscal 
year. Opponents of the law pointed 
to the announcement to substanti- 
ate their predictions, made while 
the wage-hour bill was pending in 
Congress, that a horde of govern- 
ment inspectors would inevitably be 
set up to harass industry and pry 
into private business. 





S¢9LEN” A. SHEA, sales manager 
of Thom McAn women’s stores, 
made a golf shot (one in a million) 
that rates him membership in the 
“Hole in One” Club. It happened 
over the past week-end at the 
Sound View Country Club in Great 
Neck, Long Island—on the ninth 
hole. 


His partner and “verifier” is H. 


[9] 


J. Wood, vice-president of G. R. 
Kinney Company. Since which 
time Mr. Shea is torn between put- 
ting his clubs up for life—(because 
he can’t do better) or “dubbing” 
along in the hopes that lightning 
will strike twice. 














MI AX HAGLER of Richard York, 
Inc., Riverhead, Long Island, says: 
“We feel certain that you will be 
swamped with letters from mer- 
chants from all parts of the coun- 
try, telling you that they are fully 
in accord with the idea of extend- 
ing Labor Day to the third week 
in September. This thought sprung 
by Walter J. Avery certainly is 
worthy of national attention. 

“If this change can be brought 
about, it surely would extend the 
best selling season of the year; also 
prevent (especially those in the 
shoe business) sale-ing Summer 
merchandise before having really 
sold any quantity at a legitimate 
profit. 





[10] 


“Of course such a change could 
be advocated through the Boot anp 
Suoe Recorver. We believe that 
every shoe manufacturer, jobber 
and retailer will help, as soon as it 
is brought to their attention. 

“Here’s to a later Labor Day and 
a more profitable Summer busi- 


ness. 
* * 


SALESMAN Emeritus Henry 
Godshaw and Custodian Emeritus 
Fred Grathwold of the S. J. 
Brouwer Shoe Company, Milwau- 
kee, Wis., having reached the age 
of 65, have decided to retire and 
because the Brouwer store has a 
great family feeling, they all got 
together at a party. In the course 
of the celebration to two veterans 
were given the above titles—with 
gifts, levity and fun by all. 


Henry Godshaw was a man of 
rare good humor and a constant 
delight to his fellow workers. 

Fred Grathwold, janitor of the 
store, was a man of many talents. 
He had a thumb for fixing machin- 
ery, repairs and corrections on 
shoes; and had a good old-fash- 
ion distaste for waste. 

The farewell party was increased 
by invitations to former employees 
who had worked side by side with 
these veterans and everybody had a 
memorable good time. 


aa - * 


BR. DAVID R. CRAIG, presi- 
dent of the American Retail Federa- 
tion at the public wage and hour 
hearings said that there are 200,- 
000 retail stores concerned in the 
matter of whether assistant buyers 
and those employees doing execu- 
tive work shall be exempt from the 
provisions of the act. 

Section 541.1, headed “Executive 
and Administrative,” of the regula- 
tions provides among other things 
that a bona fide executive or ad- 
ministrative agent has authority to 
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—That Texas shoe repairmen now 
call themselves Shoetricians? 

—tThat U. S. Senator Robert A. Taft, 
candidate for Republican Presi- 
dential nomination, has a private 
telephone number in Washington 
which one dials "ME-1940?" The 
ME stands for Medallion Ex- 
change. 

—That Canada, which is nearly as 
large as Europe, has half the 
world's fresh water supply? 

—That 186,000 miles a second is the 
rate at which radio waves travel 
around.‘the world? That's the 
equivalent of seven times around 
the world per second. 

—That 90°, of a locomotive's power 
is required to start a heavy train 
of cars, but only half of 1%, is re- 
quired to keep the train moving? 


SUT bee 


President 





hire and fire employees, which, ac- 
cording to Dr. Craig, is not appli- 
cable to assistant buyers on physi- 
cally separate units who should be 
made exempt from the provisions 
of the act. 

In order to accomplish this re- 
sult, the American Retail Federa- 
tion has suggested that part 541.1 
of wage and hour regulations be 
changed to read as follows: 

“The term ‘employee . . . em- 
ployed in a bona fide executive 
. . « Capacity’ in Section 13 (A) 
(1) of the act shall mean any em- 
ployee who is entrusted with re- 
sponsibility as to the method by 
which, and the time during which, 
he executes his work, and who de- 
termines important policy ques- 
tions, or who requires special fi- 
nancial, merchandising or other 
technical and non-manual skill to 
execute his work and who receives 


compensation at a rate not less 


than $30.00 a week.” 


. . * 


W ALTER MACAUFF has proved 
that a junior shop, handling chil- 
dren’s shoes, can be operated suc- 
cessfully if it specializes in all the 
footwear of children and juniors 
—dress, corrective and play, chil- 
dren’s shoes and accessories. In 
his Wallrose Junior Bootery at Lin- 
coln Road, Miami, he has been able 
to fit the “young fry” from all 
over the country. 

He got the idea for a Junior Shop 
in the Summer of 1939, when he 
and his wife were on a honeymoon 
in New York. He opened up in the 
Florida season of 1939 with a staff 
of three (including his wife and 
himself) and, believe it or not, in 


the Florida season of 1940 and only 
two weeks ago he actually fitted 
and sold 250 pairs of shoes in 
three days. His take-offs were from 
good stores all over the United 
States and he says that he is proud 
to see such good shoes and such 
good service given by children’s 
departments the country over; and 
that it was his good fortune to 
capture these growing customers at 
a time when they were on holiday 
in Florida. He hopes that any shoe- 
of his that other merchants take 
off will show as competent a fitting 
report. 

His store is of the parlor type, 
fourteen feet wide; long and nar- 
row and in children’s exclusively. 


* * nal 


MI ACHINERY creates jobs and 
wages that enable people to buy 
more and work more, said Edse! 
Ford in Washington last week. He 
pointed out that the cost of a popu- 
lar-priced automobile, now sellin: 
for about $700.00, would increas: 
to more than $17,000.00 if manu 
factured by hand labor instead of 
by huge labor-saving machine-. 


“Three million men are normal! 
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employed in making, selling and 
servicing cars, because with ma- 
chinery, cars can be produced at 
prices people can pay. And that, in 
turn, creates jobs at wages that en- 
able people to buy. The cars, the 
jobs, the wages would not be there, 
were it not for machinery.” 

In like fashion, cutting costs en- 
ables shoe factories to put more 
into shoes and it is obvious that 
the shoe industry could not go back 
to hand labor for economic rea- 
sons as well as the fact that over 
400,000,000 pairs of shoes could 
not be made by hand alone—for 
want of hands, tools and patience. 


Mi. A. MITTELMAN, who now 
owns and operates I. Miller stores 
in Cleveland, Rochester and Buf- 
falo (headquarters in Cleveland), 
says: 

“Every store owner should have 
some one who can check him on 
his buying and tell him when not 
to buy. Buying should be done 
from the standpoint of the ultimate 
consumer, and not from that of the 
shoeman himself, for what he may 
admire the public may not like at 
all. And too many shoemen buy 
styles that they could just as well 
omit. It is not stock that counts, 
but turnover.” 


” * * 


ERNEST F. PEAVY, eighty-three 
years old, rounded out 71 years as 
a shoe operative last week by do- 
ing his usual day’s work at the 
factory of the H. O. Rondeau Shoe 
Company in Farmington, N. H. 
The elderly shoe worker, who has 
never been ill in his life, began 
working when he was 12 years old. 
He observed his 83rd birthday on 
April 3. 

KATE ARLENE GOLDSTEIN is 
taking a leave of absence as direc- 
tor of the Fashion Bureau of A. C. 


Lawrence Leather Company. She 
is planning a partial vacation but 
will devote her time to leather re- 
search and color research. 


we ” 


F. KEITH BROMLEY, head of 
the Russell & Bromley Ltd. of 
Bromley Kent, England, who oper- 
ate 22 retail stores throughout En- 
gland, has been in the United States 
on an extended visit. He came to 
the States to be married. 

While in this country, he visited 
New York, Philadelphia, Washing- 
ton and Chicago. Now he is return- 
ing to England, with his bride, and 
is taking back with him too a very 
enthusiastic impression of the pos- 
sibilities of this market to absorb 
stylish English footwear. 


MIAYOR GEORGE T. ASHE of 


Lowell, Mass., promoted “Dress Up 
Sunday” with the unanimous con- 








sent of the members of the mer- 
chants’ division of the Chamber of 
Commerce. 

The idea was to take photo- 
graphs of shoppers in the partici- 
pating stores on the previous Satur- 
day. These photos are subsequently 
exhibited and cause much interest. 


7 * 7 


BB ERNATH BERGER of the Bos- 
ton Shoe Store in Pottstown, Penn- 
sylvania, says: 

“Practically all of our local in- 
dustries are also selling merchan- 
dise—particularly shoes and work 
clothes — at apparently ‘wholesale’ 
prices. I hope that some construc- 
tive methods can be adopted, both 
locally and nationally, to wipe out 
this growing menace to retail out- 
lets. Coundn’t we make those in- 
dustrial heads see that it retards 
the buying power of all concerned 
—if they continue to sell under 
these conditions?” 





“They was the purtiest shoes in the mail order book, but I'm plumb sorry | ordered ‘em.” 





The PUMP 
Is A VERSATILE Shoe 
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ALMOST every woman likes a pump—the modern 1940 pump 
that fits her foot and flatters her ankle. We saw more pumps 
than any other pattern in the parade on Easter Sunday. Look a! 
any window display of Spring shoes and you'll see that some of 
the prettiest and most popular of the season’s patterns are pumps 

As far back as 1937, in an article in the December 18 issue of 
the Recorper, entitled “The Pump Comes Back into the Pic: 
ture,” we discussed the changes in construction which were 
making the pump a general favorite with all kinds of women and 
for all kinds of feet. New lasts, more scientifically constru ‘ted. 
insured good fit. Goring relieved pain at the throat and hi |ped 
to keep the shoe in place on the foot. A new era was opening up 
for pumps. Today, over two years later, the pump is a number one 
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Attractive and unusual collection of shoe 
trimmings in variety of leathers, colors and 
designs from Christine Bows & Ornaments. 


Ne Longer Confined to the Basic Opera Type, 


It Appears in a Variety of Treatments. 
Suitable for Many Different Tastes and Usea 


pattern for Spring. And the National Shoe Retailers’ 
Association—at the recent Styles Conference—gav * 
first place for Fall. 

There are at least four good reasons for the popu- 
larity of the pump this Spring. One—this has been a 
suit Spring and the pump is a suit shoe. Two—skirts 
have been very short and the pump looks well with 
short skirts. Three— increased use of elasticizing helps 
to hold the pump firmly on the foot and enables many 
women to wear them who could never do so before. 
Four—new treatments have been so varied and so at- 
tractive that few women could resist them. 


WE show in these pictures some of the new trimmings 
and treatments which have been most popular this 
Spring. We start with the basic opera pump and a 
group of bows and ornaments which your customer 
will like to consider as something to use for dressing up 
her untrimmed pump on occasion. Then we show the 
very popular new V-line pump with wedge heel. Open 
or closed back, wedge or standard heel—all are good, 

depending on the taste of the individual. 
We show the walled last, still so important and smart, 
for tailored types, especially. Pleated ruching, chiefly 
[TURN TO PAGE 41, PLEASE] 
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TIME T® 
FoR PLAY 


PLAN 


NOW is the time for all good shoe men to come to the 
aid of their playtime shoes. Spring ss in the air. 
Spring playtime footwear is colorful. Men, women and 
children are intrigued with its newness. 

Boot AND SHOE RECORDER candid camera 
out a few of the current interior displays in Los Angeles 
stores as illustrations of how shoe merchandisers in this 


community dramatize their colorful, multiple sales in- 


picked 


ducing footwear. 

















Left: Desmond’s Seventh Street store shows the versatility of 
play shoes with the garden theme. The hoe, a few rocks and 
this novel display rack of bamboo make an attractive and 
interesting unit. 














Below: This street floor display of the W etherby-Kayser 
Seventh Street store faces the fitting section and is opposite the 
elevators, so no one can miss the colorful display of play- 
time shoes. 










Left: The May Co. Wilshire Boulevard 
store shows recreational types of men’s foot- 
wear for the man who plays. Sandals, monk 
and oxford types, are shown in this early 
California setting. 









It’s Play Shoe Time on the West Coast and Merchants 





Their First Licks Through Window 






There Are Getting in 


and Store Interior Promotions for the “Bigger-Than-Ever”™ 






Volume in This Type of Spring and Summer Footwear 






A colorful corner of the 
Jesberg Walk-Over window 
arranged by L. H. Riffe. 
California colors are drama- 
tized in this showing, which 
has plenty of color, plenty 
of life and plenty of fresh 
air. It is a real riot of colors 
and combinations of colors. 
Yellow split bamboo trays 
throw the high colors of the 
play time shoes into bold 
relief. A green cactus and a 
light green South Sea Island 
raffia crate add colorful at- 
mosphere to the background. 
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Have Whites..Show Whites 


Unit above, is a turntable with 
the top divided into colored 
sections and colored ribbons 
draped from the white May 
pole. White shoes displayed on 
the sections are emphasized as 
correct with the various Sum- 
mer costume colors. 


by R. E. ANDRUSS 


STYLE is the important angle to emphasize in the promotion and sale 
of white shoes, and style appeal should be kept in mind as the foremost 
consideration in the planning of white shoe windows. Most stores, in 
planning their late Spring and Summer window promotions, will devote 
a certain number of entire windows to white shoes, but they should also 
make sure that there is a definite white unit in the window every week, 
not simply a few white shoes scattered through a general mixture of 
whites and colors. The unit display not only emphasizes whites but con- 
veys to the customer the impression that there is an essential place for 
white shoes in every Summer shoe wardrobe. 

An early and rather large display should dramatize the several different 
types of white shoes for occasions—active sport, play and all day casual 
wear, spectator wear, general daytime wear, dressy daytime wear, eve- 
ning wear. There’s another good display in “Whites with every color 
under the Summer sun!”, using a large yellow or gold cut-out sun on the 
background, with ribbons or wool strands in colors leading from the sun 
to the shoes on the floor or plateau. Where possible show a white and 
a white with a colored trim to match the ribbon leader. Obviously, the 
colors of the ribbons should be the summer apparel colors that are locally 
popular. Add a card, “White—pleasant accent to colorful costumes.” 

In another setting stress the importance of the all-white costume, which 
has been a high-style success at the resorts. For the theme of the promo- 
tion, “Summer rides in on the crest of a white wave.” 

Using local country club pictures (posed with well-known people if 
possible), dramatize “White is right for greens or terrace. Wear these 
active sports styles to help your game, and the casual, but not too casual 
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styles for bridge or tea, to give you that lovely-lady 
look.” 

There’s another “group” promotion in whites for 
graduates and whites for brides. “And, whether your 
trip is your honeymoon, or just a fine vacation, here 
are more good white shoes to consider” could be your 
theme song. An amusing poster card can be made by 
using a marriage certificate and a diploma on either 
side, with the word “Which?” between. 

A good way to stress the importance of whites, with 
a bit of a boost for color, is to lay out a checker board 
of colored squares on a white surface and place colored 
shoes on the white squares and white shoes on the 


Background of this window unit at left is a green 

grassy field with white daisies spotted on it. Let- 

tering is white cutouts. The floor is a simulated 

stone walk, sloping toward the front of the window 

which is bordered in green with an edging of 

daisies. Shoes are displayed on sloped, simulated 
walk. 


colored squares, using a sign, “Every other shoe is 
white this Summer.” In another display, as the season 
advances, suggest, “Cool to the eye and cool to the feet.” 

The vacation period is important for whites. Show 
how “a pair to wear and a pair to carry” will take care 
of both active and leisure needs of the average week- 
end. And at the same time emphasize easy cleaning 
where practical. Using the caption “White shoes cover 
the vacation scene” backed up with typical vacation pic- 
tures, you can show whites for all occasions. Notice 
also that the words “Vacation Time” have twelve letters 
—enough to take the place of numerals on a large clock 
face. Or “Day and night, it’s white, white, white.” 
Don’t overlook the tie-up with Mother’s Day and 
Father’s Day—either one would appreciate a gift of 
white shoes. 

There’s an interesting style angle in the promotion of 
men’s white shoes. In summerwear slack patterns the 
classic dark stripes on light grounds are returning afte: 
an absence of several years during which bright solid 

[TURN TO PAGE 47, PLEASE} 


SELL WHITES... 


Then You Can Chatk Up a Profitable White Shoe 


Season, Provided You Merchandise and Promote Ef- 


fectively, Emphasizing the Fact that There's an Essen- 


tial Place for Whites in Every Summer Wardrobe 


This unit above is an interior 

companion piece display to the 

turntable on the other page. 

Colored ribbons are draped 

from the top of the slanting 

May pole over a flowered hoop 
to displayed shoes. 


The colorjul, flower-festooned cart is an ex- 

cellent means of spot display. The cart can 

be moved to various parts of the store or 

to other departments where the displayed 

footwear can be seen by customers for 
Summer apparel. 
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FASHIONS 
FROM PARIS 


Left: Bruyere’s Finnish suit with contrast- 
ing jacket of “Scandinavian” green surah 
and black crepe skirt. Novel details of the 
costume are the polka dot printed gaiter 
shoes matching the umbrella. The jacket 
has print buttons. A green felt “billy 
cock” hat trimmed with print completes 
the costume. 


Below: Balenciaga’s formal afternoon coat 
in shepherd's plaid faille features fullness 
at the hips. A black mousseline scarf with 
black Chantilly lace ruffles at the throat 
like a jabot. The hat is by Legroux and is 
of supple black picot straw with depressed 
back trim, with a black velvet ribbon. 
Black suede gloves and black opened-up 


oxfords complete the ensemble. 
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Lift the Floor and What Happens? 


WHEN you lift the floor, what happens to the 
ceiling? Does it stay at its present level or does it, 
too, have to be lifted up? That’s something to think 
about. On April 29, the Wage and Hour bill lifts the 
floor of labor prices to a minimum wage of 35 cents 
for “all shoe manufacturers, manufacturers of cut soles 
and findings, wooden heels, pasted shoe stock, cut 
upper parts and patterns, who are operating in inter- 
state commerce.” 

What about the working man who has been doing 
a more skilled job in the factory and who is, at the 
present time, getting 40 cents an hour? Does his wage 
stay at 40 cents or does he protest, long and loud, that 
it’s a ten-cent difference between the skills that he puts 
into his job and those of the minimum wage worker? 

If you lift the floor and you still want to have a 
12-foot ceiling in your factory, you've got to lift the 
ceiling as well—it’s inevitable to make it a satis- 
factory set-up. The shoe merchant is interested in this 
new condition that has been put upon shoe making 
because it is bound to have an effect on the prices of 
shoes after Monday, April 29, 1940. 

That isn’t the whole story. The maximum work 
week is set at 42 hours and will be reduced to 40 hours 
after October 24, 1940. Can the shoes of an industry 
be made as they are at present—in a hectic rush for 
speedy delivery? If shoes continue to be made, as 
they are at present, costs will be increased because the 
overtime requirements are that “time and a half” the 
regular hourly rate must be paid each employee for 
every hour worked over 42 in a week. 

Every buyer in every store must face the facts as 
above presented. It isn’t a case of being cooperatively 
sympathetic with new conditions placed upon the shoe 
manufacturer and letting it go at that. The economic 
penalties that have been laid down by law, affecting 
all shoes, everywhere, in their making. Someone has 
got to pay for the added costs and particularly the 
added overtime. 

The manufacturing industry is therefore opening its 
Fall selling season in a national way, as of May 5. It 
is more than just a traditional opening of a season. 
It’s the stern necessity of putting shoe making on a 
more orderly, economic basis. If shoes have got to 
be made within the regular 42-hour week, then pro- 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


duction has got to be made a consistent function, week 
in and week out, for as close to 50 weeks in the year 
as possible. That factory whose schedule has been 
36 weeks of shoe making—and much of it on an over- 
time basis—is smack up against a higher cost factor 
that cannot be compromised or wiggled out of. 

Shoe workers are beginning to look at their wages 
in the light of “by the year” rather than “by the 
week” measurement. We know of a case of a factory 
that has an 80-cent labor cost and whose workers 
actually make more money by the year than another 
factory with a $1.60 labor cost, running on an inter- 
mittent time table. 

Shoes can be and must be ordered on a more orderly 
schedule from now on. Certainly a high percentage of 
all the shoes are standard, basic or classic in line, design 
and color and can be ordered, made and shipped to 
streamline with the new wage and economic problems 
of production. 

We must not measure all shoes with a millinery yard- 
stick. There is something about the system of sizes 
and the need for “regular-factory-time-for-production™ 
that cannot be changed by the whims of women or the 
fears and phobias of distribution or the vagaries of 
weather. Either this is a shoe business with its feet 
on the ground or it is complete chaos. The opening 
of the new season will tell the story. 

There is such a thing as living in the store a shoe 
life that is faster than the industry itself. The experi- 
ence of wedges illustrates the point perfectly. It was a 
phase of millinery existence that set the tradé on its 
ears with a speed so great that many of the shoes were 
just slapped together and had little in them but a 
slipper-plant-shell. It is true that shoe business has 
been speeded up in the last six months; but remem- 
ber—only a very little segment of it was in the “blitz- 
krieg sector.” There are millions on millions of reg- 
ular shoes to be worn, by regular feet and their selection 
and purchase by merchants must be more orderly and 
more economic if present retail prices are to be main- 
tained. 
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Here’s the best feature line of $6.50 to $6.95 


shoes in Americta...and we can prove it. One 


brand, one quality, one policy... but a wide 





root rest racts| Variety of beautiful patterns. 
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ONE BRAND ONE QUALITY 
All our skill and seopunsee age dow oted to making 
$ price 


one single line Best in America, at this 
70 prs! IN STOCK 
EVERY FOOT aust IS A SEWED SHOE 


* 
WELTS AND LITTLEWAYS Nationally Advertised 
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SMARTEST STYLES ‘4 
ALL WITH FOUR SPOT COMFORT ‘6°? te 6” 
A— Heel Cushion 4 
\ B— Rolled Insole, aids poise 
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D — Snug Heelast, hugs heel 
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by SHELDON CLARK 


A busy day on the New York Commodity 
Exchange. Here futures in rubber, silk, 
metals, as well as hides, are dealt in daily. 


HOW THE HIDE MARKET WORKS 


F actors Other Than Actual Sales to Tanners That Tend to A ffect Prices, 
and the Part Traders and Speculators Play Through Their Operations 
on the New York Commodity Exchange and the Chicago Spot Market. 


SHOE prices ultimately must tend to reflect the price 
of raw hides or skins from which they are made. 
Strangely enough, hide prices, in turn, are not neces- 
sarily and entirely determined by the tanners who buy 
them, or by the cattle growers, who produce them or 
the packers who take them off the animals, but by 
merchants, lawyers, doctors, chiefs. In fact, they are 
influenced by any and all who trade in hide futures on 
the New York Commodity Exchange. 

In a large room at 81 Broad Street—a block from 
the New York Stock Exchange—brokers trade in thou- 
sands of pounds of hides every market day. Some of 
these brokers have never seen an actual hide, however, 
and the room looks very much like a small edition of 
the Stock Exchange. 

Activity is sometimes feverish. Brokers call prices at 
the top of their lungs and their clerks will bowl over 
anyone in the way as they rush from trading ring to 
‘phone booths. Sometimes the bedlam is so great that 
the Commodity Exchange employees ring a bell to stop 
all trading until disputes are settled. The wonder is 
not at the confusion, however, but at the system that 
has been developed to speedily facilitate hundreds of 
transactions a day. 

A circular rail forms the trading ring, around which 
gather some 40 brokers. Three other rings are located 


at different parts of the same floor, incidentally. One 
each for rubber, copper and silk. A permit may be 
obtained to visit the trading floor. 

The sale of hide futures in such a ring is very simi- 
lar to sales of stocks on the Stock Exchange—although 
there are important differences. Sales are reported in 
almost the same way, and Western Union tickers in 
stantly record every sale as soon as it is made to bro 
kerage houses who subscribe to the ticker service. 

To ask “What is the economic purpose of the hide 
exchange?” is to start a heated controversy. The 
exchange is both damned and praised. Activity this 
past few weeks, however, well illustrates how the ex 
change functions in actual practice. From this you 
may draw your own conclusions as to its value to 
society and the hide-leather-shoe industries. 

First of all, to trade in hide futures is to trade onl) 
in pieces of paper. These pieces of paper represen' 
actual hides, but in only a small percentage of the 
trades do actual hides change hands. If you didn’t 
know what was going on behind the scenes you would 
assume it only to be a noisy and highly exciting game 
Just for fun. But fortunes are won and lost in hic 
futures and a contract for 1,000 hides—40,000 piece- 
(which is the smallest trade that may be made on th: 

[TURN TO PAGE 24, PLEASE 
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HOW THE HIDE MARKET WORKS 


[CONTINUED FROM PAGE 22] 


exchange)—is not the average man’s idea of a game. 
So, what happens? 

During a certain week prices in futures fluctuated 
within a narrow range on Monday and the market for 
actual hides was dull. Tuesday commission houses 
showed active buying interest and before the day had 
closed prices advanced 20 to 29 points. This advance 
was an equivalent of approximately one-quarter cent 
per pound. On this Tuesday hide dealers in New York 
were apprised of the action of the market at all times 
throughout the day. They have tickers in their offices 
and telephone connections to their brokers on the 
exchange floor. The futures advance was evidently 
sufficiently attractive for them to buy physical hides in 
Chicago and sell futures contracts on the Commodity 
Exchange in New York. 

A hide dealer that day may have bought 1,000 hides 
from a Chicago packing house and within a few sec- 
onds sold one contract (1,000 hides) on the futures 
exchange. Thus he bought in one market and sold in 
another. It is like betting on both teams to win a ball 
game. You can’t win and you can’t lose. 


THE hide dealer does this for one of two reasons. 
Maybe futures prices are higher than spot prices and 


he disposes of his hides at an immediate profit. This 
is not usually the case. He buys actuals and sells 
futures—bets on both sides—because he is satisfied 
with a legitimate middleman’s profit and does not wish 
to speculate too much on whether prices will rise or 
fall while he has hides in his hands. 

Thus our dealer one week—in March—bought actual 
hides from a Chicago packer and within a few days 
or so they were shipped to the dealer’s warehouse 
in Brooklyn. He paid 13 cents per lb. 

At the same time he sold a futures contract, calling 
for “delivery” in June. For purposes of illustration 
let us say he sold at 13 cents. 

Several weeks pass, until, let us say, mid-May. The 
dealer finds a tanner who wants the actual hides to 
make into leather. But the market is bad. Hides have 
gone down to 12 cents. The dealer takes a one-cent 
loss. On the same date in mid-May, however, he buys 
one future June contract. Futures have gone down 
correspondingly with spots and the dealer makes his 
futures purchase at 12 cents. His purchase of a 
futures’ contract offsets his earlier sale —no delivery 
takes place—and his profit in futures is one cent. This 
offsets his loss of one cent in actuals. To be a successful 
dealer, of course, he must do a bit better than this to 
obtain a merchandising profit. 

What then of the speculator, who may have bought 
a futures contract at 13 in March and sold at 12 in 
mid-May? He lost one cent a pound or $400 on the 
trades. His economic function is to take the risks atten- 


dant upon price fluctuations. He cannot make many 
such wrong guesses and still stay in business. The 
value of a speculator depends on his keenness in judging 
future prices. Had the market gone up he would have 
made money. Had the speculator foreseen a drop in 
the market, he would have sold short—and covered 
his short position later at the lower level. 

During some recent weeks tanners—who don’t like 
to gamble—have not been active buyers in Chicago. 
This is because their leather sales to shoe manufacturers 
have, in those particular weeks, been slow. Speculators, 
however, have been willing to buy futures. So the hide 
dealers have been buying the actual hides, putting them 
in warehouses, and selling futures contracts to the 
speculators. In this indirect manner, speculative inter- 
ests were at one time holding currently 3,000,000 hides. 
Thus the hides were kept moving out of packer hands. 
Chicago prices were steady, even though there was no 
great tanner interest. 

Suppose it is now mid-May and the speculators were 
right. Leather buying is active. Tanners bid against 
each other in Chicago and packers’ prices rise. Now 
the hide dealer unlocks the hides he bought several 
months earlier and warehoused. He offers hides in 
competition with packers and the rise is checked. The 
trader doesn’t make a huge profit because he must buy 
in his futures’ contract at a higher price than he origi- 
nally sold. But the speculator has a profit for his 
service in ironing out the market. 

Some will say that speculators generally guess wrong. 
dump hides when the market goes against them, and 
therefore only aggravate the fluctuations. Opinions are 
numerous on either side of the question. By the way, 
“speculator” is a nasty word. We use it as most clearly 
describing the function of “risk-assuming.” The spec- 
ulator thinks of himself as an insurance man. 

It must not be assumed that “speculators” are all 
outsiders. As a matter of fact, probably the greater 
percentage of those who participate in the hide futures 
market are men in the trade who believe that the infor- 
mation they have at hand warrants taking a position 
in the market. They may trade for their own accounts 
or for the companies they direct. But the hide market 
enjoys a great public following because it is an un- 
restricted market. It is not regulated by the Securities 
and Exchange Commission—as is the stock market—or 
the Commodity Exchange Administration—as are cot- 
ton and wheat. Hides are produced on every farm 
where cattle are kept, all over the world. It is not pos- 
sible to corner the hide market. There are no transfer 
taxes on hide trades. For these reasons hides enjoy a 
highly active and liquid market. The Commodity 
Exchange ring is the meeting ground of all who wish 
to trade in the commodity—and the broader the trading 
the more accurately the prices reflect a true value. 
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eo  SHOES stil At The Commodore”... and at America’s 
leading hotels from coast to coast, you 
are cordially invited to view the most 
brilliant Queen Quality line we have ever 
presented. Styled for volume, priced 
for profit... the new Queen Quality for 
Fall is a must for those who want the 


plus only this famous line can give. 
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Calor 


Including Deluxe Grade 


* Rooms 736-740 at The Commodore. Simuitane- 
ously with the New York Showing, your Queen 


Quality representative will reach his territory 
with the brilliant Queen Quality line for Fall. 


QUEEN QUALITY SHOE COMPANY, DIV: INTERNATIONAL SHOE COMPANY, SAINT LOUIS 
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It’s catching, it’s contagious—this new spirit of youth which 
compels people to go places and do things—in casual, yet 
smart, comfort. Tweedie’s “‘little girl” wedgies have captured 
this spirit in a broad assortment of quick-action, money-making 
patterns. They are lovely to look at, delightful to wear. 

TWEEDIE FOOTWEAR CORPORATION 

JEFFERSON CITY, MISSOURI 


ALLURING FOOTWEAR 





WOMEN’S 
AAAAA to EEE 
Sizes 2 to 11 
$6.75 (a few styles $6) 


BOYS’ 


Sizes 1 to 6 Pri 
$4 and $4.50 


VITALITY OPEN ROAD SHOES for Women, for Outdoor 
and $5.50 
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O ONE has to tell you that sales and profits 

increase in direct ratio to the number of 
customers who enter your store. It stands to 
reason, therefore, that if you let people know 
you handle an established, well-advertised line 
—like Vitality shoes—you'll definitely increase 
your new business. 

Smart, eye-appealing Vitality advertisements 
like the one at the right (which appears this 
month in the April 22 issue of LIFE) are build- 
ing greater consumer acceptance for this fa- 
mous line of fashion-right footwear. Thousands 


MEN'S 
AAA to G 
Sizes to 14 

$5.50 and $6 


CHILDREN’S 
to E Complete widths and sizes 


$2.50 — size 


Campus Wear, $5 and 


VITALITY OPEN ROAD SHOES for Men, $5 
VITAPOISE Feature Shoes for Children, priced according 


to size, $3.50 to $6 


BOOT ann SHOE RECORDER, April 20, 1940 


Increase Your 
Store Traffie 


of style-conscious women who read Vitality 
messages in leading magazines are anxious 
to know where to buy Vitality shoes. 

The rest is easy. Tell everybody that you 
handle Vitality shoes. Tie in with Vitality’s 
sales-stimulating national advertising cam- 
paign. It’s the modern, profit-wise way to 
attract Customers to your store. 
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OF THE FASHION WORLD 
‘Lisee i iiid') On ST. LOUIS AT THE COMMODORE 





Under the auspices of the St. Louis 
Shoe Manufacturers Association, St. 
Louis factories will draw the curtains 
on the first showing of their new 
Fall sample lines at the Hotel Com- 
modore, New York, May 5-8, and thus 
formally introduce St. Louis footwear 
fashions for Fall, 1940 


i ‘ise bccaonel NPENING 


MIUCH emphasis has been placed on the St. Louis group 
showing in New York as a top ranking trade event, for it is 
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the first time St. Louis has held such an opening, as a market, 
under one roof. From the outset of the development of their 
plans, the manufacturers have kept uppermost in mind the 
convenience and pleasure of those merchants who attend. 
Both transportation and hotel reservations have been made 
through the office of the association’s secretary, A. M. Burton, 


f for those dealers who have requested it. 
: No elaborate program has been planned. Only one evening 


has been set aside as an exclusive St. Louis night. Monday 
evening, May 6, from six to eight o'clock, the manufacturers 
will give an informal cocktail party for the visiting buyers. 
This will afford an opportunity for a free and open exchange 
of ideas between buyers and sellers on style trends for the 
forthcoming season. 

Formal invitations have been sent to over 10,000 mer 
chants throughout the country. The committee in charge of 
the St. Louis opening is composed of W. S. Milius, chairman; 
C. L. Hein, H. G. Johansen and A. M. Burton. 


The style picture for Fall has begun to take definite shape 





in the minds of St. Louis stylists in the past few weeks. While 
it is conceded, in a broad sense, that a revolution has taken 
place in women’s shoes, manufacturers of this market are 
not discarding their basic concepts of good shoemaking, good 
fitting and satisfactory wear. At the same time they recognize 
that merchants can’t just sell shoes—they must sell fashion. 
Successful merchandising of shoes today, they realize, calls 
for much dramatization of the use to which shoes are to be 

[TURN TO PAGE 36, PLEASE | 
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Some women want 
smart styling above 
all else. Odette gives 
it to them in shoes 
that combine the 
newest and best in 
lasts, materials and 
colors. 








Some women want comfort first of all 
—and Odette is the line that has it! 
Odette's wide range of smart- 
looking, well-made 

health shoes are 

making new customers 

loyal customers 

wherever they are 


sold. 


And all women want 
what they want when 
they want it! That's 
why we've organized 
and streamlined our 
Odette stock depart- 
ment until it’s one 

of the promptest, 
most efficient in the 
business. 

















Easy to buy—easy to sell. That’s what 
more and more retailers are saying about 
Odettes. Odette’s wide range of utility types 
round out a selling set-up that is complete 
in every detail. Whether it’s high-style, 
classic staples or down-to-earth comfort 
shoes,-you can give your customers what 
they want at a price they want to pay in 
Odettes. For quick turnover the complete 
line is carried in stock. Special make-up serv- 
ice also now available. Write for more in- 
formation about the “$4.00 favorite for’ 40!” 


Ssroun Soe Gompansy 


Manufacturers — St. Louis 
The Perfect Combination 
BEAUTY + POISE + CHARM 








Ilota—P-316, white 
Levor kid step-in open- 
toe pump with crushed- 
kid elasticized 


saddle. 
Crassic—P-121, 


white elk Nubuck and 
smooth tan Blucher 
oxford. P-122, 


white calf. 


Griorra—P-440, 

white Levor kid 
step-in open-toe pump 
with pleated vamp. 
P-438 black kid. 


Prim—P-349, white 
Levor kid step-in 
pump with perforated 
vamp. P-348, 

black kid. 
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IN ST. 


LOUIS FALL LINES — 


Striking New Ideas and Clever Adapia- 
tiens of Spring Favorites for Fall Shown Here 
im Shoe Designs by Browne-Tilt, St. Louis. 


Or 
Be 8 


Important Fall style ideas illus- 
di his d 


Popular high-riding 
stepin. Unusual 
braid treatment 
gives grace and 
movement to sil- 
houette. Opening in 
tee repeated in 
decorative openings 


Fall version of Spring and Sum- 
mer success. The platform sole— 
a revival fer Fali—repeais the 
color in the piped bew. Indicat- 
iog importance of platform as 
trimming feature. 


The shawl tongue is slate 
an important feature of t 
lew-heeled chunky spor 
with mannish detail«. 


A wide area 

ing over the 

dives ideal f 
easy adjustm 
this youthful 

little Dutch 
pattern. 


The Turkish Toe carries « 
Fall. itis shown here ina 
trimmed stepin, snak 
snake-trimmed shoes b av 
number one favorites for 
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ce-Two Reasons Why Retailers Like 
Buster Brown's 6-Point Fitting Plan 
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| St. Louis Seasonal Opening 


[CONTINUED FROM PAGE 29] 


put. It is the old thought of “shoes for 

the occasion” with the occasions great- 

ly multiplied. 
To date the spoilight of interest in 
the newly designed lines falls on: 
1. Heels, 2. Color, 3. Platforms. Under 
these three headings fall the great 
majority of new treatments — new 
ideas. 

Heels: While solid wedges have come 
in for the greatest amount of discus- 





No. 1—ZJt costs nothing to 
but it in operation. The only 
things a retailer needs to make the 
6-Point Fitting Plan work for him 
is a good fitting device (such as a 
Brannock Fitter). It calls for no 
investment in additional equip- 
ment. Naturally, such equipment 
as an X-ray machine is ideal with 
the 6-Point Fitting Plan, but it is 


No. 2—I?t’s a proved service 
that sells the retailer's fitting 
ability to mothers. The 6-Point 
Fitting Plan uses the good-sense 
fitting principles modern retailers 
have always practised. We have 
organized the several steps, sim- 
plified them, wrapped them up in 
a fresh, concrete way so retailers 
can use them and mothers will be 


not required. sold by them. 














Tie in with the national advertising now appearing on 
the 6-Point Fitting Plan by identifying your store as 
headquarters for this new fitting service. We furnish all 
the necessary merchandising materials and equipment. 

If you aren’t handling Buster Brown Shoes write for 


Sscoun Shoe Gompany 


Manufacturers . . . St. Louis 


franchise details. 


BusTEeR BROWN SHOES 


FOR BOYS AND GIRLS OF ALL AGES 


Also manufacturers of Buster Brown Official Boy Scout and Official Girl Scout Shoes 


sion and speculation they are not ex- 
pec.ed to carry through to the Fall 
| lines in any volume except on low 
types. Where used, the solid surfaces 
will be broken with contrasting colors. 
Though there is a wide difference of 
opinion, it is pretty definitely estab- 
lished that high wedges will be of the 
opened up type. A great variety of 
new and interesiing designs have been 
developed. The Pyramid, sled and 
| Dutch Boy heels are very strong; each 
is being definitely assimilated as a 
component part of the design of the 
shoe. The conventional Louis and 
| Boulevard heels are seen on the more 
| staple types. However, the very dressy 
styles for street and evening slippers 
will call for the extremely high Louis 
A recent development in heel styling 
and one which will be seen in many of 
the St. Louis lines is the window prin- 
ciple in which is inserted DuPont’s new 
plastic Lucite. These various shaped 
inserts both retain and reflect light. A 
variety of designs, such as circular, 
diamond-shaped and oval, are worked 
out in conformity with the design of 
the shoe. It is a feature which adds a 
pleasing degree of ornamentation. 
Colors: More color will be seen in the 
new Fall lines than at any time. It 
will be used adroitly but profusely. 
Colors employed are in line with adop- 
tions of the national styles committee 
in cooperation with the Textile Color 
Card Association. 
Platforms: These will be popular in 
| the initial Fall lines. They are to be 
very thin, and are especially attractive 
where covered in wine, black patent or 
green in combination with black suede 
uppers carrying enough color accent 
for proper balance. 
Lasts: Except in open toe types, the 
walled last has definitely taken the lead 
over the round toe. Interest is strong 
in the square walled last which is con- 
fined chiefly to higher heel heights, 
while the round walled last is even 
more popular than a year ago. The 
latter is good in both high and low 
heels. The Turkish toe has met with 
unusual success in certain specialty 
| lines. Buyers who promoted this type 
| suecessfully are said to be planning on 
| carrying through with it for Fall. 

Reptile trims and patches have done 
| much to emphasize this toe. 
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: ie the The big, yy ! advertised “plus” 
i & in Rhythm Step shoes puts you way 
. out in front of competition—with an 
‘fusely. extra selling feature! The only shoe 
1 adop- with Weightless Rhythm Treads—for 
amittee triple support with no extra weight. 
» Color 
., 1. Style "Winners" 
Ta he Picked by Experts 
ractive The 1940 Rhythm Step styles were 
tent or chosen by leading style editors and 
 emede shoe buyers as the best-selling models 
for spring and summer. They incor- 
accent porate all the important new fashions 
—with extra daintiness. They've got h 
es, the what it takes to sell on sight! e al 
he lead 4, 
os 2. Dramatic Proof ae VW 
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s even The 3-step test proves beyond a doubt | wn 
. The that Rhythm Step has triple, buoyant HEEL CUSHIONED «ARCH BUOYED UP + STRAIN EASED HERE 


support—for heel, arch and ball of 


ad low foot with Weightless Rhythm Tread 
ythm Treads. 
t with In your windows and local advertising $6 75 to . 7 75 


ecialty invite your customers to make the con- 

5 type ae, SOP test and see how sales 

ing on as Slightly Higher West of 
Fall. the Rockies 

e done 


Made by JOHNSON-STEPHENS &SHINKLE SHOE CO., St. Louis, Mo. 














in a Seutheastern State visited Recorder 


Headquarters recently te discuss lines, styles, 
materials, etc. for the comimg seasoms. .... . 


During the Course of Conversation He Said:— 


“WHERE is the advertising of. _, Inc., in Boot and 
Shoe Recorder? My buyers and I have looked for it, but it just 
isn’t there. We need more shoes of that type. We merchants who 
are far away from the big markets rely on Boot and Shoe Recorder 
for new merchandise and style information. I wonder how many 





shoe manufacturers realize this fact.” 


—Boot and Shoe Recorder goes each week 
to retail and department store merchants 
who buy $750,000,000 worth of shoes per 
year. 


—It costs manufacturers less than one and 
one half cents (144c) per call to reach this 
great and fertile market. 

















nd 


10 


er 


ay 











6th FLOOR 


Rooms 


Air Step Shoes 605 


Blue Ribbon Shoemakers. . 606 


Capital Shoemakers 654 


Forest Park Shoe Company 607 


Paramount Shoe Company 636, 638 
& 640 


Rice - O'Neill Shoe Com- 


pany ............... 600 & 602 


Spalsbury, Steis & Deevers. 608 


Sport Specialty Shoe Co.. 642 


Tweedie Footwear Corp. 604 


Vitality Shoe Company .. 601 & 603 





OF ST. 


7th FLOOR 


Rooms 


Carmo Shoe Mfg. Co. 705 & 707 


Hamilton-Scheu & Walsh. 720, 732 


& 734- 


744, 748, 
750 & 754 


Johansen Bros. Shoe Co. 


Johnson, Stephens &Shinkle 704 & 706 


Moulton-Bartley Inc. .. 708 & 772 
Queen Quality Shoe Co.. 736 & 740 
Samuels Shoe Company . .723, 731, 
725 & 729 
Wolff-Tober Shoe Co. ... .700, 701, 
702 & 703 


DIRECTORY 


LOUIS EXHIBITORS 
AT THE COMMODORE . 





8th FLOOR 


Boyd-Welsh, Inc. 


Brauer Bros. Shoe Co. 


Jefferson Shoe Co. 


Kane, Dunham & Kraus 


Milius Shoe Company 


Pennant Shoe Company 











Rooms 


804, 806 
& 808 





832, 840 
& 842 


817 & 845 


803, 805 
& 807 


844, 846, 
848, 850, 
852 & 854 


837 & 84) 
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The members of the St. Louis Shoe Manufacturers Association Cordially Invite 
you to the 


INTRODUCTION OF FALL 
FOOTWEAR FASHIONS 





Hotel Commodore ; New York 
May Fifth to Eighth ; Nineteen Forty 


ST. LOUIS SHOE MANUFACTURERS ASSOCIATION 
A. M. BURTON, Sec’y-Megr. - - - 1627 LOCUST ST.,ST.LOUIS, MO. 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


Here iS a 


fine shoes, with 
over $2,000,000 
ager having the 














I know of a nationally known manufacturer of 


to 45 years, pleasing personality, experienced in 
handling men, willing to travel extensively, pref- 
erably now employed. 


Submit your qualifications to me, in your own 
handwriting along with a recent photograph. 
in confidence if you wish. 


B. C. BOWEN, 209 S. State St., Chicago 


real OPPORTUNITY 


a fine name and prestige, doing 
annually, who wants a sales man- 
following qualifications :—age, 40 


All 











The Pump Is 
A Versatile Shoe 


[CONTINUED FROM PAGE 13] 


in grosgrain; the “window” opening 
in the vamp, usually piped to match 
the bow placed just above it; ihe nar- 
row tubular “flyaway” bow; back 
trimming of some sort; all important 
types for Spring, are shown here. And 
then last, but by no means least, we 
show the spectator pump with a slight 
variation from the classic tip treat- 
ment. 

These have been some of the out- 
standing favorites in pumps this 
Spring. Add a square-toed, square- 
bowed tailored pump and a snub-nosed 
one and you have them all. 

We suggest that when you go to 
market for Fall shoes—and that will 
be very soon now—you look around for 
successors to these favoriies. Just re- 
member that women like pumps and 
they like them because they are flat- 
tering and young and comfortable. 


Plans Forwarded for 
Charlotte Show 


CHARLOTTE, N. C.—Plans for the 
Charlotte Shoe Show are progressing 
rapidly, it was announced by Al Bech- 
told, show manager and assistant busi- 
ness manager of the Charlotte Chamber 
of Commerce. The entertainment pro- 
gram which is being planned will be 
unusual and unique and one which will 
give all the visitors something to look 
forward to, he declared. Plans are un- 
der way to have an outstanding screen 
personality act as master of ceremonies 
along with a stage show and orchestra 
direct from the “White Way” in New 
York. 

“For such an early date we have the 
largest number of exhibitors already 
signed, and from some of the leading 
shoe manufacturers and jobbers,” Mr. 
Bechtold said. “There are over fifty 
exhibitors who have made definite reser- 
vations for the show and it appears 
now that our reservations will exceed 
by a large margin the ninety-seven 


Time ~ Plan Play Shes Promotion 


[CONTINUED FROM PAGE 14] 


and casual clothes and shoes. Display 
men in the Los Angeles stores have 
caught this feeling, so their windows 
and interior displays augment the nat- 
ural urge on the part of men, women 
and children to acquire several pairs of 
these shoes for wear with their bright, 
Springlike colorings and patterns. 

Play and casual shoes this Spring 
offer tremendous promotional possibili- 
ties. Los Angeles shoe merchants are 


taking full advantage of this natural 
extra pair selling opportunity in all 
their publicity. 

Color is splashed all through these 
displays, for color always attracts at- 
tention. Smart combinations and blend- 
ings of color in the footwear, with 
audacious use of color in the back- 
grounds, have resulted in displays 
which are proving to be important sales 
producers. 





which attended the January Show.” 

Besides the exhibits of shoes, there 
will be a number of educational ex- 
hibits which will benefit all those in 
attendance. 


Sport and Casual Types 


Boost Sales Volume 

HoLLywoop, CaLir.—With the ad- 
vent of real Summer weather, shoe sell- 
ing has started in earnest, reports M. 
O. Michelson, manager of the local 


Florsheim shoe store. Shoe selling 
records show some interesting trends, 
he reports. Sales of plain black and 
brown shoes are off some 10 per cent, 
while the pairage volume of sport and 
casual types are up some 50 per cent, 
making a gain for this year of over 40 
per cent. Combinations are moving 
along fine, with the black and whites 
selling pair for pair with the brown 
and whites. Last year at this time the 
brown and whites were topping the 
two-tones heavily. 





Attractive Display F 


La 


eatures Sport Shoes 





This interesting window display produced real sales results for Rube & 


Scott, Inc., Little Rock, Ark., where 


J. T. Calvett is buyer and manager 


of the successful shoe department. 
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Bega Provr 


A Fall “Success” Color 
Already Slated for Amportant 
‘Oolume in the Wew. Season 


\\s\h 


. 
aet* 
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Conga Brown, a shade as racy and vibrant as its dancing name- 





sake, shows every indication of leading the color marathon for 
fall. It blends beautifully with the new brown furs, and brings 


out the best values in the new deep greens and bronze tones 


CONGA BROWN 
VODE DOESKIN which are being so widely accepted in dress and suit materials. 


No. 748 Conga Brown is a best-seller in beautiful, easy-to-elasticize Vode 


CONGA BROWN Doeskin. In Standard Glazed Kid, it is being specified for pumps 


GLAZED KID in the new Rajah’ and Conga last. 
No. 91 





10, 1940 
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THIS WEEK IN THE 


SHOE TRADE 


HOMES 


Saturday, April 20, 1940 


National News 





Heavy Reservations for Boston Shoe Fair 


Gain of 25 Per Cent Over Same Time Last Year Noted in 
Advance Registrations for 21st Annual Show to 
Be Held June 11-13 


Boston, Mass.—Although the open- 
ing of the 21st Annual Boston Shoe 
Fair is almost two months away, 
applications for reservations received 
at the offices of the New England Shoe 
and Leather Association are proof of 
the high interest in this years show, 
scheduled for June 10, 11, 12 and 13. 
To date, 25 per cent more applications 
have been received than at the same 
time last year, and indications are that 
the number of exhibitors who will show 
their lines at the Hotel Statler and the 
Parker House will exceed that of last 
year, which, itself, was the largest and 
best ever held in this city. 

Maxwell Field, secretary of the as- 
Sociation and manager of the Boston 
Shoe Fair, emphasizes that, while the 
Hotel Statler and the Parker House 
are the only two hotels at which shoes 
and allied products are to be put on 
display, sleeping room reservations will 
be accepted not only by these two 
hotels, but also by the Copley Plaza, 
Ritz-Carlton, Touraine, Essex and 
Westminster hotels. Applications for 
sleeping room accommodations should, 
he points out, be made directly to the 
hotel selected. Applications for display 
Tooms will be assigned by the Boston 
Shoe Fair Committee at 210 Lincoln 
Street and not by the respective hotels. 

This year’s Boston Shoe Fair, it is 
announced, has been timed to meet the 
buying needs both of the volume and 
the independent retail operator. Rep- 
Tesentative lines from all parts of the 
Country will be on display and buyers 

be given an unparalleled oppor- 
tunity to compare styles and values and 
Plate their orders sufficiently in ad- 


> 


vance of the opening of the retail Fall 
season to make certain that Fall de- 
liveries will be on time. 


Jack Wetzel Named Milwaukee 
Shoe Retailers Head 


MILWAUKEE, Wis.—Jack Wetzel, 
of the Florsheim Shoe Shop, has been 
elected president of the Milwaukee Shoe 
Retailers’ Association, succeeding T. H. 
Kuecker, of the Nunn-Bush Shoe Co. 
F. C. Horton, Enna-Jettick Shoe Store, 
has been named vice-president, succeed- 
ing Mr. Wetzel; and William F. Wuer!, 
Peschke Shoe Store, has been reelected 
secretary-treasurer, a post he has held 
without interruption since 1921. 

Directors named for three years are 
Charles E. Collar, Edward Hafemeister 
and Mr. Kuecker; for two years, Ed 
Schneider, and for one year, Arthur 
Paulsen. 

Plans are underway for a big get-to- 
gether of all local shoe men, their sales 
people, shoe travelers and the manu- 
facturers as well as honorary mem- 
bers, tentatively scheduled for some 
time in May. 


Plan Annual Fall Show 


Detroit, MicH.—The Michigan Shoe 
Travelers recently held a special meet- 
ing at which definite plans were dis- 
closed for the first Fall Shoe Show of 
this group, which it is planned to make 
an annual event. This show is to be 
held at the Hotel Statler on July 6 and 
7 and will occupy the entire 13th and 
14th floors of the hotel. 


F. E. Porter Celebrates 50 
Years with Thayer, McNeil 


Boston, Mass.—F rederick Ellsworth 
Porter, vice-president and a member 
of the Board of Directors of the 
Thayer, McNeil Company, of this city, 
on April 10 celebrated the 50th anni- 
versary of his connection with that 
nationally known firm. It was in 1890 
that Mr. Porter began his career with 
the Thayer, McNeil Company in a 
minor position, from which, through 
the marked ability which he showed, 
he was soon promoted to be a salesman. 
Then followed others—from salesman 
to buyer—from buyer to merchandising 
man—and then to the vice-presidency. 

Starting the day with his office filled 
with flowers, Mr. Porter was greeted by 
the entire personnel of the main stere 
on Temple Place, after which he was 
the recipient of handsome gifts—one 
from his fellow members of the board 
and another from the employees of all 
the Thayer, McNeil stores. Telegrams 
of congratulation were also received 
from leading shoe manufacturers. 


Bata Files Brief 


BALTIMORE, Mp.—Counsel for Bata 
Shoe Company accused the Bureau of 
Immigration of “star chamber proceed- 
ings” in a brief filed on April 10 in 
the District Court, where the Bata 
Company is seeking to have set aside 
the revocation of temporary work per- 
mits for 45 Czech instructors in its 
Belcamp, Md., plant. The Government 
has asked dismissal of the suit, contend- 
ing mainly that the court lacked juris- 
diction. 

The brief filed for the Bata Com- 
pany asserted the revocation, issued 
last December 28, was without notice 
for hearing; that the action deprived 
the firm of its constitutional rights 
without due process of law and that 
the court did have jurisdiction. A hear- 
ing will be held in the near future. 
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Gives Demonstration of Custom Bootmaking 
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Custom bootmaker gives demonstration of how fine quality men’s shoes are made 

in men’s shoe department of Famous-Barr Co. store, in St. Louis. Photograph 

shows, in addition to bootmaker seated at his bench, the buyer for the depart- 

ment, W. B. Jackson, and Ed Haan, of Cole, Rood & Haan Company, Chicago, 
who arranged the demonstration, examining one of the custom models. 


St. Louis, Mo.—Scheduled for but 
two days originally, a demonstration of 
custom shoes and shoemaking attracted 
more than 400 men a day, and ran the 
exhibition into four days at Famous- 
Barr Co. in the men’s shoe department 
early in April. W. B. Jackson, men’s 
shoe buyer, arranged for a Tuesday 
and Wednesday exhibition of 150 C. T. 
Cole Bespoke models retailing at from 
$17.50 to $40.00 a pair. 

To the executive St. Louis trade 
went 2500 direct mailing pieces, and 
salesmen pledged themselves to call ten 
good customers each evening, to pro- 
mote further interest in the event. A. 
Cole Haan, hand custom bootmaker, 
demonstrated the various hand opera- 
tions and took actual measurement on 
the floor for customers who decided to 
purchase these fine shoes. 


Forty-two pairs of shoes were re- 
ported sold by Buyer Jackson during 
the four-day stretch, with 50 per cent 
of the sales in the $22.50 classification. 
Two pairs were sold at $38.50 with the 
Hitemore feature built into the shoes 
to give the customer additional stature. 
The balance of the shoes were sold at 
$17.50. As many as three customers 
waited at one time to secure their mea- 
surements for the shoes, which will be 
delivered within three to four weeks 
after the measurements. Sales in other 
models were said to have tripled dur- 
ing the demonstration. 

In commenting on the event, Mr. 
Jackson said: “The results were most 
gratifying. The word-of-mouth adver- 
tising, we feel, was also a powerful in- 
fluence in bringing more than 400 men 
a day to our display.” 





Early Reservations Indicate 
Successful N. Y. S. Show 


RocHEsTerR, N. Y.—Ernest R. Park, 
president of the New York State Shoe 
Retailers’ Association, announces that 
sixty shoe manufacturers have made 
reservations for space at the annual 
convention to be held in Syracuse June 
15 and i6. 

Assurance is given that every travel- 
ing shoe salesman covering the New 
York State territory will have repre- 
sentation in the exhibits, which promise 
to be more varied and extensive than 
any other in the long line of successful 
state gatherings. 

The number of inquiries being made 
and the amount of interest manifest, 
shows that the change in date from 
September to June and reducing con- 
vention time from three to two days, 
far from detracting interest, has 
added to it. 

John Slater of New York, for whom 
all members of the association have a 


warm place in their hearts, will pre- 
side at a meeting of the Board of Direc- 
tors on the opening day. 

Another feature scheduled will be a 
testimonial dinner in honor of Mr. 
Park, completing a year as president 
of the association. 

Ernest N. Park of Syracuse, father 
of the president, who is chairman of 
the convention committee, has accepted 
an invitation from J. L. Patton, former 
state president, to speak at a meeting 
of the Capitol District Shoe Retailers’ 
Association at Albany on the evening 
of May 14, describing plans for the 
convention. 


F. R. Morgan, Jr., Succeeds as 
Bullock Men’s Shoe Buyer 


Los ANGELES, CALIF.—Fred R. Mor- 
gan, Jr., is now men’s shoe buyer in 
the Bullock Men’s Shop high-grade shoe 
department. His appointment followed 
the resignation of Stanley F. Smythe. 


Mr. Morgan is the son of Fred R. Mor- 
gan, one of the four Divisional Mer- 
chandisers in the Bullock organization. 
He is well grounded in both buying and 
merchandising shoes, having had con- 
siderable practical training. 


Negotiations Completed 
On New Line 


New York—Completion of negotia- 
tions last week between the Consoli- 
dated-National Shoe Corp., one of the 
largest manufacturers of women’s nov- 
elty shoes in the world, and Sam B. 
Wolf, of the former Sam B. Wolf & 
Sons Shoe Co., marked the first step 
toward the production of a new line of 
“American Girl Shoes,” which will re- 
tail in the $5 price range, it was an- 
nounced by Mr. Wolf, who has been 
named vice-president in charge of mer- 
chandising, styling and production of 
this new division of the Consolidated- 
National Corp. 

The new line will be given the im- 
petus of an extensive national and 
trade advertising program directed at 
the department store trade, Mr. Wolf 
made known, with the program in 
charge of the Key Advertising Com- 
pany of Cincinnati, with Samuel 
Glueck, account executive. 

The line will be manufactured at 
the corporation’s factory at Marlboro, 
Mass., known as the National Shoe 
Company, with a capacity of 4,000 pairs 
daily. Richard Menig, formerly super- 
intendent of the J. G. Menihan factory 
at Rochester, N. Y., is superintendent 
of the new plant, assisted by Isaa 
Watts, formerly superintendent of the 
Roth Shoe Co., Cincinnati. 

The first line of “American Gir! 
Shoes” will be shown at the Hotel New 
Yorker, New York, around the first of 
next month, and will consist of an ex 
tensive range of types and patterns. 


Tim Murphy Retires 
From Road 


RocHester, N. Y.—Timothy Murphy, 
traveling salesman for the Green Shox 
Manufacturing Company of Boston, 
makers of footwear for women and 
children, announces his _ retirement. 
“Tim” Murphy has been in the sho: 
business since boyhood, traveling 
through New York and Pennsylvania 
for many years, a welcome visitor a 
all shoe stores. 

Eugene Rivers has succeeded him in 
this territory. 


“Lefty” Rowe Opens 
In San Bernardino 


SAN BERNARDINO, CALIF.—A new sho« 
store has been opened at 323 E Stree’. 
in this city by A. S. (Lefty) Rowe. M 
Rowe has been selling shoes and mai 
aging shoe stores for a number of 
years, and his numerous friends are a! 
wishing him the best of success in his 
new venture. 
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Whites and Novelty Shoes 


Gain Interest 


MoNnTGOMERY, ALA.—Although black 
patent and blue calf continue to top 
sales volume in this city’s shoe stores 
by an overwhelming margin, retailers 
are beginning to find customer-ihterest 
in white sport oxfords and red novelty 
shoes with wedge heels. The demand 
for these two is expected to rise sharp- 
ly if and when warm sunshiny days 
replace the cloudy, disagreeable weather 
that has persisted so far. Stores have 
already begun promotion of the Sum- 
mer styles, but sales to date have been 
negligible. 

Demands so far have been concen- 
trated on the following best sellers: 
an open-toe pump in black elasticized 
gabardine with black patent trim, or in 
blue with calf trim, and pyramid heel, 
at Kaber’s; a black patent and Lastex 
gabardine slip-on, high heel, bow trim; 
and a patent three-eyelet tie, open toe 
and very high heel, at Al Levy’s; an 
open-toe, open-side, scalloped-edge al- 
ligator calf in wine, blue, turf tan or 
black, at John Danziger’s, Inc.; an 
open-toe, leaf-pattern back, high V- 
throat black faille gabardine pump, at 
A. Nachman’s Shoe Salon. 

A “Blue Jacket” blue, elasticized 
slip-on, with calf-trim, cut-outs and 
open toe, in black patent, and an open- 
toe slip-on in quilted black patent or 
soft “blue jacket” kid, at Jay’s; a slip- 
on open-toe in black patent with elasti- 
sized faille saddle, the same style in blue 
calf with elasticized gabardine saddle, 
or in beige or alligator, with elasti- 
cized faille saddle; and a step-in pump 
in all-over patent, with tiny perfora- 
tion, cross-strapped, hand-flexed, at 
Vanity Boot Shop. 

Promoted as the smartest accessory 
for Summer sport clothes are: a low 
heel sport oxford in all-over white 
llama, and a step-in pump of white 
kid with tiny punched-through perfo- 
rations, and cross strap, at Vanity Boot 
Shop; a beige alligator oxford tie at 
Lane and Mathews; a U-tie, perforated 
on vamp, close-coupled heel in blue 
kid, at Rubin’s; low-heeled saddle ox- 
fords in white or two-tone, at Kinney’s. 


Parker with 
Thomas Taylor & Sons 


Boston, Mass.—Ralph Parker, for 31 
years with Everlastik, Inc., as assis- 
tant sales manager, in charge of the 
Hub Gore division, is now with Thomas 
Taylor & Sons, Inc., Hudson, Mass., 
manufacturers of Shugor goring. 

Mr. Parker, well known to shoe man- 
ufacturers throughout the country and 
abroad, will act as liaison man between 
the Taylor plant, its several branch 
agencies, and shoe factories. Possess- 
ing expert knowledge of goring through 
his 31 years of experience, Mr. Parker 
is able to advise shoe manufacturers as 
to their individual needs in the appli- 
cation and styling of Shugor. 





OUT- 
STANDING 


No. 147 White 
Elk Brown 
Saddle 
IN STOCK 
2/6 6%/9 
9%/12 


SWEETHEARTS are 
WHY? 


KREIDERS 
thousands of dealers. 


Merchandised, Nationally advertised. 


exaggerated. 
PROFITABLE. 
Write for catalog. 


Chicago: Keehn 





actually 
Because Sweethearts fill a wide open field and 
market for a popular priced Prewelt. 


Forget cut-throat competition among 
hearts prove their amazing attraction when you show Mothers the shoes, their 
features, and the clever cradle carton they come in. 
EASY TO SELL—FAST TURNOVER 


Free literature and advertising material. 
RETAIL $1.00 and $1.19 TO $1.39. 
Larger sizes also in stock. 
Bros. 
Philadelphia: Hill Shoe Co. 

JEFF NEWBERRY CO., HUNTINGTON, W. VA. 
OR WRITE DIRECT TO 


A. S. KREIDER CO., 5th & Canal Sts., Lebanon, Pa., U.S.A. 


bringing customers profitably to 


of Quality, with Features, appealingly 


“anonymous” shoes. Watch Sweet- 
You'll agree we haven't 


NO MARK DOWNS— 


SIZES 1 TO 9%. 
Order from Nearest dealer: 

Boston: Spector Bros. 
New York: 612 Marbridge Bldg. 











Michigan Travelers Report 
Wedge Interest Increasing 


DETROIT, MicH.—Attendance at the 
April Monthly Showing of the Mich- 
igan Shoe Travelers was one of the 
best this season, notwithstanding the 
handicap of unusually cold weather and 
rain. Many retailers from upstate were 
on hand. 

Summary of the style trends was 
given by Sam Kane, head of publicity, 
as follows: “The demand for wedges in 
women’s shoes is increasing. Toeless 
numbers also appear to be leading. 
Black patents are good and blues in 
kid and with fancy trim seem to be the 
best sellers. Attractive styles in lizard 





Right On the Job 


Lynn, Mass.—Publicity emanating from 
the refusal of Eugene J. Sullivan, 
census supervisor in the Greater Lynn 
district, to permit the resignation of 
feminine enumerators who complained 
that the cost of silk stockings was ex- 
ceeding their wages, brought a letter 
from an enterprising New York stock- 
ing concern offering five pairs of silk 
stockings for a dollar. The advertise- 
ment was addressed to Mr. Sullivan 
without comment. Shades and tones 
suggested by the manufacturer included 
the following range: Joyous, Demure, 
Dynamic, Magnetic, Audacious, Flirta- 
tious and Languid. So far as is known, 
there has been no comment on shoes. 


and lizard trim were also purchased 
and promise to be popular as the 
weather warms up. 

“Saddle oxfords in brown and white 
combination are very prominent in 
school girl shoes.” 


No Standard Boots for Britain 


LONDON, ENGLAND—There is no like- 
lihood of boots and shoes being stand- 
ardized in the national need for econ- 
omy, at least for a long time, G. R. 
Colvin, secretary of the Boot Manufac- 
turers’ Federation, stated, recently, fol- 
lowing a report that such a project had 
been discussed by the Federation. 

“For some reason the rumor did cir- 
culate, but there is not the slightest 
foundation for it,” he said. “The British 
public may rest assured that on present 
conditions the boot and shoe industry 
will continue to supply an excellent 
range of products at reasonable prices. 


To Make Roller-Skate Shoes 


CINCINNATI, OHI0—Paul Shoe Mfg. 
Company, manufacturers of house slip- 
pers and bowling shoes in Cincinnati, 
have started production on a line of 
roller-skating shoes, it was announced, 
recently. They have already secured 
contracts from two roller-skate manu- 
facturers for these shoes. 











[46] 
Ultra-Modern in New Men’s Department 
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Simplicity and effectiveness blend in the new ultra-modern men’s shoe department 

at Weinberg Bros., department store in South Chicago. The section is carried out 

in a circular treatment from the door leading to the stock room in the center of 

the rear wall. Fitting chairs and display niches follow the wall line on both sides 

of the door. The department features the Nunn-Bush, Edgerton and Crosby Square 
lines and does an exceptionally good job in the way of promotion. 





Dayton Retailers to Hold 
White and Play Shoe Week 


DAYTON, On10—With the largest at- 
tendance being registered since before 
the Christmas party in December, near- 
ly 40 members of the Dayton Shoe Re- 
tailers’ Club completed plans for the 
holding of “Dayton White Sport and 
Play Shoe Week,” from April 29 to 
May 4, during the dinner meeting held 
April 10 in the Hotel Miami. 

Specially designed display show cards 
will be distributed among the parti- 
cipating stores, and it is expected there 
will be a 95 per cent participation. The 
committee in charge of developing and 
completing plans for the campaign was 
composed of Edward Blomquist, L. L. 
Clark and H. D. Pepple. 

In a bulletin issued by the Dayton 
Retail Merchants Association to its 
members, a special mention was made 
of the efforts of the Dayton Shoe Re- 
tailers Club in the white shoe drive. 
It was urged that all stores throughout 
the city cooperate. 

P. J. (Pete) Myer, the sole surviving 
charter member of the Dayton Shoe 
Retailers Club, was present after an 
absence of several meetings and was 
introduced to the membership as the 
“daddy” of the club. 

Paul Crawford, club president, in 
opening the business meeting, stressed 
the point that “this is a day of coop- 
eration—sane thinking—and working 
together as a team.” He indicated that 
there are very few shoe groups in the 
country which can equal the Dayton 
club from the standpoint of good fel- 


lowship, cooperation and the efforts to 
better the shoecraft as a whole in Day- 
ton and vicinity. 

Decision has been made by retail 
merchants in Dayton to make any 
change in store hours during the Sum- 
mer months. It is expected the ma- 
jority of shoe stores will follow along 
with this policy. 

W. W. Stevenson of Cincinnati, dis- 
trict sales representative of the United 
States Rubber Company, spoke briefly 
on the necessity of close cooperation. 
Allen Thirkield of Franklin, Ohio, 
touched on the subject briefly. 

The next meeting of the Dayton Shoe 
Retailers Club will be held on May 15 
instead of May 8, due to the fact that 
a large number of Dayton shoe retailers 
are planning to attend the Fall open- 
ings in New York. Efforts are likewise 
to be made to obtain Herbert Laite as 
a speaker at the May meeting. 


Indiana Travelers Oppose 
Wage-Hour Act Change 


INDIANAPOLIS, IND.— The Indiana 
Shoe Travelers Association at their re- 
cent regular monthly meeting in the 
Hotel Washington, passed a resolution 
to be presented to the national associa- 
tion opposing the inclusion of outside 
travelers of the shoe industry in the 
classification of employes subject to 
the provisions of the Federal Wage and 
Hour Act. 

Carlton F. Klaus, president of the 
organization, presided at the meeting 
and directed the discussion of the wage 


and hour act. A copy of the resolution 
was sent to the secretary of the Na- 
tional Shoe Travelers’ Association. 


N. Y. Manufacturers Busy on 
Fall Lines for May Opening 


New York—Designers and sample- 
makers in the local shoe factories are 
now working full time preparing the 
lines for the Fall openings, which the 
Shoe Manufacturers’ Board of Trade of 
New York is sponsoring on May 6, 
7 and 8. 

Although it is yet too early to form- 
ulate the trends in the design of Fall 
footwear, a survey of the local indus- 
try revealed that informality and au- 
dacity in design will be prominent 
among the patterns for the coming sea- 
son. Striking treatments in sole, shank 
and heel construction are plentiful, and 
interesting variations in upper con- 
struction are also rather prevalent. 

The usual seasonal lull is being ex- 
perienced in the cutting departments, 
although making departments and 
packing rooms are still busy with Sum- 
mer shoes, the white shoes especially 
furnishing a brisk ending to the cur- 
rent season. 

Morgan Grossman, of Grossman’s 
Shoes, Inc., president of the Shoe Man- 
ufacturers’ Board of Trade of New 
York, recently returned from a busi- 
ness trip to the West Coast to assume 
charge of the organization’s plans for 
the openings in May. He reports op- 
timism in business sentiment to be very 
general among retailers, and attaches 
significance to the downturn in inven- 
tories, particularly in the South and 
West, where the hampering effect of 
unfavorable weather has been felt to 
a smaller degree than in the Northeast. 

“Interest in the openings of ou: 
members in May is more general than 
at any time during the past thre 
years,” Mr. Grossman said. “Prelimi- 
nary reports indicate that an atten- 
dance of approximately eleven hundred 
buyers can be expected. This response 
is a tribute to New York’s leadership 
in quality and style creation in the 
world of feminine footwear.” 


White Shoes in Early 
Spurt in Denver 


DENVER, COLO. — White shoes are 
about a month ahead of the season at 
Daniels & Fisher Stores Co., where 
early shipments are fast being de- 
pleted by growing demand for Summer 
shoes right now. This has eome about 
in an unexpected way, since no pro- 
motion of these shoes has been made at 
this early time of the season. Cus- 
tomers have made inquiry several weeks 
in advance of former seasons and 
have been shopping early in a desire 
to get the first choice in Summer foot- 
wear. If this keeps up white shoes w:!! 
have a bigger season this year than 
cver before at the store. 
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Full Wing Tip 
Brogues, with 
double soles. On 
the famous 119 
Last—British Tan 
Calf. No. 9298. 


325 ARCH ST. 





WORLD FAMOUS 


ENGLISH SHOES 


Manfield 


OF NORTHAMPTON 
NOW CARRIED IN STOCK IN U. S. A. 
HERE IS ONE OF MANY STYLES 


Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


PHILADELPHIA, PENNA. 





The Case for 
UNBRANDED Shoes 





Stocked in 
Widths Sizes 


A—8-12 
B—7-12 
C—6-12 
D—46-12 











They represent YOUR judgment when you offer them. 
Their backing is your own repute and prestige in your 


community. 


They can’t be bought ANYWHERE else that your cus- 


tomer knows of, except in YOUR store. 


Ms 2 6 x 


They MUST be good, to keep your prestige unim- 
paired, and to bring your customer back. 
Ephrata shoes, unbranded, in welts and prewelts, have 
the qualities of craftsmanship, and materials and de- 
signing, that will hack your reputation and your claims, 

and yield you a real profit. 
stock. Write for our catalog. 


EPHRATA SHOE CO., |... —> 


EPHRATA 


And they are carried in- 


PA. 


Genuine Goodyear Welt 
1125A—Tan Etk—Shark Tip 
11216A—Black Elk—Shark Tip 
Child's 8% to 12 A to D, 
Misses’ 12% to 3 A te D 


TO RETAIL 
AROUND 


$3.50 & $4.00 








Have Whites—Show 
Whites—Sell Whites 
[CONTINUED FROM PAGE 17] 


colors have been popular. Matched en- 
sembles are declining in favor of mixed 
or contrasting outfits. The new striped 
slacks will be worn with solid color 
shirts, and also with dark coats for 
more formal wear. WHICH MEANS 
WHITE SHOES for the man who is 
style wise, and dresses correctly. “Cool 
white; feather light,” “Cool as a cucum- 
ber,” “When it’s hot, they are not,” 
“It’s smart to be cool, especially when 
you can look so smart being cool,” 
“Cool to the foot and cool to the eye”— 
all good for cards with men’s shoe dis- 
plays because each can be dramatized. 
VERY IMPORTANT is the tie-up of 
in-store displays. Have white shoes 
displayed to dramatize a selling point 
of timely interest every week through- 
out the Summer—and be sure the dis- 
plays for both men’s and women’s shoes 
(not forgetting the children’s) are 
placed where prospective customers are 
sure to see them. 

If you have no other place to show 
them, open up some of your stock 
shelves and make illuminated shadow 
boxes out of them. To an observer-stu- 
dent of retail selling, the lack of mer- 
chandise displays in the average shoe 
store is serious. It’s no wonder that 
department store shoe sections are 
crowded when clerks are sitting idle in 


shoe shops right across the street. 
We’re doing some better wiih our sell- 
ing efforts—but there’s a lot of chance 
for further improvement. And there’s 
nothing new about the old maxim, “If 
you want to sell goods, show them.” 

By planning right, you can arrange 
window settings that are adaptable to 
in-store use the week after they appear 
in the window—at least, most of them 
can, thus cutting the work in half. 

One thing more—HAVE SIZES. 
Carry fewer styles if necessary, and 
re-order on popular numbers. Cus- 
tomers do not like to wait. Women ex- 
pect you to be short on novelty sizes as 
the season advances, but when it comes 
to staple, or shall we say simple styles, 
it’s good to have sizes well into the sea- 
son. Check your last year’s records. 
See where you missed. Or do you keep 
a record of sales lost because the size 
was missing, That is almost as impor- 
tant as knowing where you had too 
many of some sizes. Let us repeat: 
Have the Shoes. Show the Shoes. Sell 
the Shoes. Then you can chalk up a 
good white season. 


Retailers’ Group Honors 


President-Mayor 


Derroir, Mico.—Despite a rain 
which lasted all day, about forty shoe 
retailers gathered at the home of Mr. 
and Mrs. R. J. Schmidt at Hillsdale, 
Mich., on Sunday, April 7, and were 
entertained there, later going to the 


Dutch Kitchen, where an elaborate din- 
ner was enjoyed. During the dinner 
Nathan Hack gave a talk telling of the 
high regard in which Mr. Schmidt is 
held. Among other things he said, 
“The city of Hillsdale has followed in 
our footsteps. After we had elected 
him president for many years, they 
recognized his ability and made him 
mayor.” Clyde Taylor followed with a 
talk and presented Mr. Schmidt on be- 
half of the Michigan Retail Shoe Deal- 
ers Association with a silver trophy. 
Mrs. Schmidt was presented with a 
bouquet. 

A telegram signed by the retailers 
was sent to Mr. Schmidt’s father, who 
is ninety years old, at St. Mary’s, Ohio, 
as follows: 

“We, the members and directors of 
the Michigan Retail Shoe Dealers Asso- 
ciation, of which your son, Richard J. 
Schmidt, has been president for the 
past four years, have gathered here in 
the city of Hillsdale in honor of his 
election to be first citizen of the city of 
Hillsdale. We, therefore, want you to 
join us in spirit this day of days in 
honor of your son, Dick, who so well 
deserves this honor bestowed upon him 
by the citizens of Hillsdale and his 
fellow member of the State of Michi- 
gan.” 

Walter Magee delivered a talk, the 
keynote of which was “A successful as- 
sociation depends on the leader of the 
group.” 
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Inner Soles and Counters 
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“CAN INNERSOLES 
MAKE THAT MUCH 
DIFFERENCE?” 


cause they help the shoe hold 
its shope. Their comfort helps 
the store hold its customers. 
Ask your menvufacturer. 


INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


Soles: Chicago, 223 W. Lake St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 








Good Will Shoe Prize 


MANCHESTER, N. H.—The Dodge 
Shoe Co., of this city, created goodwill 
among hundreds of women attending 
the annual Spring Cooking School at 
the State Theater by offering a pair of 
shoes as one of the major prizes at the 
event. The school was conducted by the 
Manchester Electric Appliance League, 
in conjunction with local newspapers. 


Spiesman Store Marks 


75th Year 


Corry, Pa.—April 8 marked the 75th 
anniversary of the Spiesman Shoe 
Store, here, which with the Franz fur- 
niture store and the Guignon Hardware 
store, both of which were opened two 
years before the shoe store, make a 
business record for the town that 
would be hard to beat throughout the 
country. 

The late H. L. Spiesman, the founder 
of the store, purchased the boot shop 
of his brother, Matt, who was engaged 
in making boots and shoes, in 1865. 

In 1875, H. L. Spiesman completed 
the erection of the present three-story 
brick building which has since con- 
tinued to house the store. 

Joseph L. Spiesman began work in 
the store in 1899 and later became 
a partner in the firm. In 1914 when 
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Dates to Remember 


Monthly Showing Shoe Travelers As- 
sociation of Chicago, Hotel Mor- 
rison, Chicago, Ill....April 29, 30, 1940 


Fall Style Opening St. Louis Shoe 
Manufacturers Association, Hotel 
Commodore, New York 
May 5, 6, 7, 8, 1940 

Michigan Shoe 

Statler, Detroit, 

May 6, 1940 


Annual Convention Illinois Shoe Re- 
tailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 

June 2, 3 and 4, 1940 


Fourth Annual Fall Style Show, South- 
western Shoe Travelers’ Association, 
Adolphus Hotel, Dallas, Texas 

June 2, 3, 4, 5, 1940 

Annual Convention Pacific North- 

west Retail Shoe Dealers Associa- 


tion, Spokane, Wash. 
June 2, 3, 4, 5, 1940 


Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 
June 9, 10, 11, 1940 


Iowa Shoe Fair, sponsored by Iowa 
National Shoe Travelers’ Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Iowa... .June 9, 10 and 11, 1940 


Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 10, 11, 12, 1940 


Annual Boston Shoe Fair, Hotels Stat- 
ler and Parker House, Boston, Mass. 
June 10, 11, 12, 13, 1940 


Annual Convention New York State 
Shoe Retailers Association, Hotel 
Syracuse, Syracuse, N. Y. 

June 16, 17, 1940 


Joint Annual Convention and Shoe 
Show, Wisconsin Shoe Travelers’ 
Association and Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 16, 17 and 18, 1940 


Annual Michigan Summer Shoe Fair, 
Pantlind Hotel, Grand Rapids, 
PU 6 sesandoud June 23 and 24, 1940 


Michigan Shoe Travelers Fall Shoe 

Fair, Hotel Statler, Detroit, Mich. 
July 6, 7, 1940 

Tri State Shoe Mart, Pennsylvania 

Shoe Travelers Association, William 

Penn Hotel, Pittsburgh, Pa. 

July 7, 8, 9, 1940 

Fall Shoe Show Michigan Shoe Travel- 

ers, Hotel Statler, Detroit, Mich. 
July 8, 9, 1940 


Charlotte Shoe Show, Sponsored by 
Charlotte Chamber of Commerce 
and Southern Shoe Travelers, Ho- 
tels Charlotte and Selwyn. Char- 
ae July 14, 15, 16, 1940 


Monthly Showing 
Travelers, Hotel 





the elder Mr. Spiesman died, he became 
sold owner of the business. Since 1930, 
Paul Spiesman has been associated 
with his father in the firm which now, 
like the other two pioneer stores, has 
the third generation of the founder- 
family actively engaged in the business. 


FIRST STEPS 
ARE IMPORTANT... 
TO MOTHERS 


Because correct in- 
fant foot develop- 
ment depends upon 
correctly designed 
and fitted saby 
shoes. 


TO RETAILERS... 


Because the first 
step toward your 
share of this new 
market is to stock 
this specialized line 
mothers are so fa- 
miliar with. 


MRS. DAY'S 





What’s New 
“Carry-Home” Shoe Box 


MILWAUKEE, Wis.—Color Print Cor- 
poration have developed a “Carry- 
Home” container for shoe stores. This 
container is a folded box, made to fit 
within the standard shoe box, which 
can be inserted without mechanical 
equipment. It affords an easy-to-carry, 
attractive package, with a handle at 
the top, certain to please those cus- 
tomers who take their purchases with 
them. 





New Officers Appointed 


Brooktyn, N. Y.—The Maunicipa! 
Shoe Co., manufacturers of prewelt 
and stitchdown footwear, here, recently 
made two changes in their executiv: 
setup. Murray Sawyer has been ap- 
pointed executive vice-president of th: 
firm and Nat N. Browner has been ap 
pointed to the board of directors. 

The announcement stated that th 
factory has enjoyed a busy Spring sea 
son and has been working to full ca 
pacity of 10,000 pairs daily. 


Slippers Like Grandpa’s 
Boston, Mass.—Carpet slippers, like 
those grandpa wore, are here again, L. 
B. Evans’ Son Co. of Wakefield, Mass.. 
having added them to their samples. 
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Do you need 
HELP? 


Consult the CLAS- 
SIFIED PAGES of 


connections. 





Boot and Shoe Recorder. 


“Road” and “Inside” 
to these pages for worthwhile 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St., New York, N. Y. 








Don't confuse ROHN NU-MATICS 
with ordinary so-called cushion 





Men turn 


100 - 
NAIL-LESS 





Write For Our NEW 
1940 Catalog. 

















Sbicca-Del Mac 
Adds Licensees 


New YorK—Fred Maccarone, of 
Sbicca-Del Mac, Inc., Empire State 
Building, New York City, issued the 
following announcement: 

“Sbicca-Del Mac has announced that 
the following shoe manufacturers, to- 
gether with other leading manufac- 
turers in the country, have recently 
adopted the Sbicca-Del Mac Patented 
Process of shoe construction: 

“Ault-Williamson Shoe Co., Auburn, 
Me.; Marquette Shoe Co., New York 
City; Maxine Footwear Co., Montreal, 
Canada; Tailorcraft Shoe Co., New 
York City; Waverly Shoes, Inc., New 
York City.” 


Stores Merged 


West Des Mornes, Iowa—The Rite- 
way Shoe store operated the past three 
years by Dominic LePera, and the 
Valley Shoe Store owned by Charles 
Pegneri, have been merged and the 
two men will operate the store in part- 
nership as the Valley Shoe Shop. 


Expands Business 


SroucHton, Wis.—J. P. Kennedy, op- 
erator of a men’s furnishing store, here, 
has bought out O. D. Eppard, who is 
discontinuing because of ill health. 
Men’s and women’s shoes will be added. 


B. C. Happy Manages 
New Famous Department 


LINCOLN, Nes.—The Famous depart- 
ment store, here, has recently opened 
a new and larger shoe section under 


B. C. HAPPY 


the management of B. C. Happy. Mr. 
Happy is well known in Lincoln, hav- 
ing for many years been buyer and 


shoes. Rohn was the first to per- 
fect a 100% cushioned shoe — 
and now ROHN NU-MATICS are 
the only shoes in AMERICA pos- 
sessing this outstanding combina- 
tion of features — 

100% NAIL-LESS — Not a single 
nail in the entire shoe. 

100% CUSHIONED — The NU- 
MATIC cushion extending over 
the entire bottom of the shoe. 
100% GOODYEAR STITCHED 
around the entire sole and heel. 
Here's a line that you can mer- 
chandise —a line that wins loyal 
customers for your store—a line 
that brings easier selling, higher 
mark-up and increased turnover. 
ADVERTISED IN ESQUIRE 


ROHN SHOE MANUFACTURING CO. 
512 FLORIDA STREET, MILWAUKEE, WIS 


manager for Rudge and Guenzel’s shoe 
department of that city. 

Mr. Happy reports black patent 
leathers leading in sales, with blues 
being most in demand in the colored 
styles. 


Goddard Travels West Coast 
For Florsheim 


Los ANGELES, CALIF.—Jack Goddard 
is now traveling the West Coast terri- 
tory for Florsheim’s women’s shoes, 
making his headquarters in this city. 
He succeeds Thomas O’Brien, who re- 
signed to take on the Jay Shoe Co. line. 
Mr. O’Brien will still travel his old 
territory and make the same towns as 
formerly made by the late Al Roth. 


Brothers Open Family Store 


Jersey City, N. J.—The first shoe 
store featuring men’s, women’s and 
children’s shoes to come to Journal 
Square opened April 6 at 895 Bergen 
Avenue, under the name of Stitsky 
Shoe Store. Harry and Abe Stitsky 
are the owners. 

The Jersey City store was opened to 
make it more convenient for Hudson 
County shoppers to come to the Journal 
Square store instead of going to the 
Stitsky New York store. 
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Riding Shoes 











Denver Retailers Uncertain 
On Success of Wedges 


DENVER, CoLo.—Wedges in Denver 
have shoe dealers and buyers guessing. 
All agree that the vogue will be less 
popular here than it is in the eastern 
or western parts of the country. 

In general, it is considered a play- 
shoe fad, and efforts to promote it as 
a style leader in street and dress shoes 
seems most successful at The Fontius 
and at Broadhurst Shoes, Inc., where 
front window showings and newspaper 
advertising have made them tops with 
the younger set. 

In all the department stores they are 
definitely not firsts, and buyers have 
their fingers crossed when asked about 
their plans and opinions regarding the 
innovation. 

Heavy advertising among small shops 
have featured wedges in the smaller 
brackets ranging in price from $1.98 
to $3.00, and this has discouraged many 
buyers who deal in shoes of higher 
price range. 

Some wedges are selling in the ultra 
styles and high-price types, but all in 
all they are a question mark in Denver. 
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J. F. Muffley Heads New 
Sport Footwear Corp. 


Enpicott, N. Y.—Joseph F. Muffley, 
former general sales manager for the 
Endicott-Johnson Corporation, has 
been made head of the new Arco-Mara- 
thon Corporation in a merger of six 
companies, all of which operated in the 
sporting goods field. 

The new Arco-Marathon Corporation 
combines the Arco Sport Shoe Corpora- 
tion and the Arco Tubular Skate Cor- 
poration, of Endicott, N. Y.; the Can- 
ada Skate and Shoe Co., Ltd., of 
Johnson City, New. York; Arco-Roll- 
away Skate Co., Inc., Canadian Na- 
tional Sports, Ltd., and Marathon Steel 
Specialties Corporation, of Marathon, 
M.S: 

Headquarters will be maintained at 
Marathon, N. Y.; and the Arco-Mara- 
thon Corporation will continue to man- 
ufacture and sell ice skates, ice skate 
outfits, rink roller skate outfits, and 
athletic shoes, including baseball and 
softball, golf, bowling and basketball 
shoes. 

The officers and directors of the new 
firm have been drawn from the other 
divisions and, other than Mr. Muffley 
as president, the following officers were 
elected: Stanley W. Blumm, of Mara- 
thon, N. Y., chairman of the board; 
Charles J. Uminger, of New York, first 
vice-president; Louis Levitt, of Endi- 
cott, N. Y., treasurer; and Herbert D. 
Love, of Marathon, N. Y., secretary. 


Nu Flex Plant to Reopen 


SomMEeRsworTH, N. H.—The Nu Flex 
Shoe Co. plant, here, which has been 
closed for several weeks, will reopen 





Study in Footwork 


Tony Missero, > i 19-year old 
heavyweight, is new Spring 
shoes, size 14E, ienthe Wel Over Shop, 
548 Fifth Avenue, New York, Jack Cur- 
bey, well-known boxing tutor, holds up 
his foot that makes juste half of Tony’s. 
With foot-work like no wonder 
pe hy nay Doge ye Be Yo ape 
his last six fights in three months. Keep 
your eye on this “little” fellow. 





HARRISON 


give your 
VOLUME A BOOST 














Every merchant is looking for more vol- 
ume. Build it today for more profits, 
too, with Harrison Shoes. This fast-mov- 
ing line features 90 styles in Men's and 
Boys’ Shoes In-Stock, the cream of the 
fashion crop. lt moves from Harrison 
shelves to your store and to your cus- 
tomers’ feet in record-breaking time. 
Write today for our attractive, new 
catalog. 


NEW HARRISON 
SHOES FOR BOYS 
AND MEN 
IN STOCK 


Send For Catalog 
| No. 966 
full grain 


Rawcord heel. 
BOYS’ 1 to 6. 
cépD 


MERRTSON 


SHOE COMPANY 





during the latter part of this month, 
it was announced by Charles Laga- 
nasse, manager. 

When operations were suspended be- 
tween 400 and 450 workers were em- 
ployed, and Manager Laganasse said 
approximately the same number would 
again receive employment. 


Roses for Color 

Mapison, Wis.— Wild roses wer 
scattered liberally in the display win 
dows and counters of Harry S. Man 
chester, Inc., to popularize the new 
Spring shade, “Wild Rose.” Every ar 
ticle of wearing apparel in each of th 
windows was of this new shade or had 
it somewhere in it. Featured was th 
DuBarry shoe in Wild Rose and Capr 
Blue with a window wedge heel. 


Novel Shoe Exhibit 


BurraLo, N. Y.—L. E. Schmidt, of 
the footwear department of the United 
States Rubber Co., had a novel exhibit 
at the Buffalo Sportsmen & Motor Boat 
Exhibition, at the 174th Armory, Apri! 
1-6, which attracted a great deal of 
attention. The exhibit was a revolving 
wheel to which a dozen pair of shocs 
were attached and which went enc¢- 
lessly through water. The device 
demonstrated most forcibly the wea’- 
ing qualities of the footwear. M-. 
Schmidt is designer of the device. 
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White Shoes in Atlantic City Display 


“In Maytime and all through Summertime” was the theme of this display of 
white shoes of Levor’s white glace kid in a recent exhibit by the DuPont Company 
at Atlantic City, N. J. The Maypole had streamers in 20 brilliant colors. Although 
the exhibit was by the DuPont Co., it shared honors with G. Levor & Co. and was 
so attractively designed that it caused considerable comment from passersby on 
the boardwalk. The Maypole theme and the caption were especially appropriate, 
carrying out the idea that from May all through Summer, white shoes are the 
smart footwear. 





Obituaries 


Frank W. Parker 


Cuicaco, ILu.—Frank W. Parker, 
long known in the shoe trade, died re- 
cently in this city in his 68th year. His 
death brings to a close a long and ac- 
tive shoe career. He began as a stock 
boy at Marshall Field’s, at about the 
time when Gordon Selfridge was head 
of the store. He rose to a position of 
merchandising manager between the re- 
tail and wholesale departments. Around 
1906 Mr. Parker transferred his ac- 
tivities to the then well-known store 
on State Street, N. B. Holden’s, which 
for many years was one of Chicago’s 
outstanding family shoe stores. 

From Holden’s, Mr. Parker went 
with D. Armstrong & Co., for whom 
he traveled between Chicago and the 
coast. After that he was with the Chas. 
K. Fox Slipper Co. in the same terri- 
tory, and later with the F. E. Adams 
Co. of Haverhill and Newburyport, 
Mass. For the past 12 years he has 
not been active. 

Mr. Parker is survived by one daugh- 
ter and two sons, Frank, Jr., in the 
insurance business, and “Wink” Parker, 
women’s shoe buyer for Maurice Roths- 
child’s Chicago store. 


William G. Hamilton 


DENVILLE, N. J.—William G. Hamil- 
ton, who has been associated with the 
Wm. G. Skinner Sons Company, New 
York, for the past 42 years and who, 
until his retirement early this year, 


was in charge of the company’s ex- 
port business, died at his home here at 
the age of 66. 

Mr. Hamilton is survived by his 
widow and a son, William G., Jr., of 
Dayton, Ohio. 


T. Arthur Cohen 


ALBANY, N. Y.—T. Arthur Cohen, 
well-known Albany shoe merchant and 
prominent in retail shoe trade activi- 


T. ARTHUR COHEN 


ties, died here Tuesday morning, April 
16. Funeral services were held Thurs- 
day morning at 11 o’clock. 


All indications point to a big year for 
golf, and a big golf year for you if you 
stock Bass Sportocasins. Chosen by 
golfers all over the world as a shoe that 
is tops for foot comfort on the fairway, 
the mode! shown is made from Brown 
French Veal and Brown Scotch Grain 
leather, leather soles and heels with 
Turf Hugger Detachable Spikes. Models 
in brown and white and black and white 
also carried in stock. 


You'll break par on your sales with Bass 
Sportocasins. Stock up now! FREE catalog 
showing all models will be sent if you 
write g. H. Bass Company, Dept. BS-40, 
Wilton, Maine 








BASS 
SPORTOCASINS 


News of Mr. Cohen’s passing will be 
a distinct shock to shoe men through- 
out the State of New York, as he had 
a wide acquaintance in th> trade and 
had taken an active part in many move- 
ments for the benefit of the merchants. 
He was prominent in the activities of 
the Capital District Retail Shoe Deal- 
ers Association, comprising merchants 
of Albany and other nearby cities, and 
he had also served as president and 
a director of the New York State Shoe 
Retailers Association. He served as 
chairman of the committee in charge 
of arrangements for the convention 
which this association held here sev- 
eral years ago. He was known as an 
able and successful business man, and 
was interested in many civic and social 
activities having as their purpose the 
betterment of the community. 


Conrad Schmitt 


IRVINGTON, N. J.—Conrad Schmitt, 
89, retired Newark shoe manufacturer, 
died, recently, at his home, 31 Oakland 
Street, here. 

Mr. Schmitt was born in Germany 
and came to New York in 1869. He en- 
tered the shoe business immediately 
after arriving in the United States, 
and maintained an establishment in 
Newark, retiring 20 years ago. 

He is survived by five sons and three 
daughters, all of Irvington. 











— 


Bowling Shoes 


ellie eli elie iid 


PROFESSIONAL 
BOWLING SHOES 


rere re 


je. 240 
BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts. Philadeiphis 








Mexican Huaraches 








Adapts Lucite to New 


Heel Treatment 


St. Louis, Mo.—Douglas Bartley of 
Moulton-Bartley, Inc., here, has de- 
veloped and adapted Lucite, the Du- 
Pont plastic, to various treatments in 
heel design. Inserts on the heel are 
styled to match those appearing on the 
upper of the shoe, thereby bringing 
about a closer harmony between heel 
and shoe design. A variety of designs 
can be produced on the Lucite and the 
upper, making each pattern distinctive. 

Lucite has been used also as orna- 
ments on various parts of the shoe. 
This material is capable of both re- 
taining and reflecting light, and many 
interesting effects have been obtained. 


Shoe Merchants’ Luncheon 
Draws Biggest Attendance 


New York—tThe bi-monthly meeting 
of the Shoe Merchants Council, Inc., 
held on Thursday, April 11, at Keen’s 
Chop House, drew a large number of 
shoe men and their friends, the largest 
since the introduction of these friendly 
meetings. 

These bi-monthly luncheons of the 
Shoe Merchants Council are strictly 
social affairs, with no discussion of 
business allowed. 

John R. Laycock, president of the 
organization, presided at the meeting. 
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Summer Shoes in Bright Colors 


Hi-Lites is the name of this new sport shoe, shown here in two different brilliant 


color combinations. 


Its new kind of sole—the midsole consisting of several 


layers of cork covered by an outer layer of rubber—is high and light, giving 

smart height and protection from the heat. The upper is of popular cider press 

fabric, easily wasable. The little side lace oxford is a new Play Ked. It comes 

in washable material, in white and bright colors. Both styles are by United States 
Rubber Company. 





Issues Questionnaire on 


Shoe Fair Dates 


New York—Stanley Heald, chair- 
man of the National Shoe Fair, has 
addressed a letter and questionnaire 
to former National Shoe Fair exhibi- 
tors asking them for an expression of 
their preferences as to dates for the 
next fair. Many exhibitors, it is said, 
prefer to have the fair held at an 
earlier date, and accordingly, the Na- 
tional Shoe Fair Committee, at its re- 
cent organization meeting here, voted 
that a questionnaire should be sent to 
each exhibitor. This questionnaire asks 
the exhibitor’s preference as between 
the following dates: I. October 28, 29, 
30 and 31, 1940; II. November 4, 5, 6 
and 7, 1940; III. January 6, 7, 8 and 
9, 1941. 

Mr. Heald’s letter calls attention to 
the fact that the national presidential 
election falls on Tuesday, November 5, 
but also explains that a majority of 
states allow their citizens the right to 
vote by means of absentee ballots. The 
dates of the coming National Shoe Fair 
will be determined in accordance with 
a majority of ballots received by 
April 22. 


To Make Men’s Slippers 


New York—Regent Footwear Co., 
at 29 East 10th Street, have started 
to manufacture an attractive new style 
of men’s sandals and slippers retailing 


from $1.95 to $3.95. The owners have 
a long experience in the shoe line and 
their styles have made a quick success 
in the East. 


Kilcrease Operating Gidding 
Shoe Department 


CINCINNATI, OHI0—Thomas B. Kil- 
crease, formerly with the H. & S. Pogue 
Company, recently leased and is now 
operating the shoe department of Th« 
Gidding Co., Inc., store. Mr. Kilcrease 
definitely believes in high fashion mer- 
chandise, which is the order at Gid- 
dings in keeping with apparel shown 
in this exclusive establishment. Wedges 
have given foot-fashions a lift, says 
Mr. Kilcrease, with multi-colors doing 
an excellent turn. Women are falling 
in step with two-tone shoes, these be 
ing conservative when compared with 
the bright shades being combined in 
threes and fours. Multi-color shoes ar: 
good as ensemble keys, since milad) 
may take her gloves, hat, bag o: 
jewelry note from any of the colors 
blended into her shoes. Gidding’s ar 
showing four-color pastel sandals wit): 
draped ankle strap; a rainbow-stripe | 
seersucker with wedge heel and drap« 
toe strap. Single color notes are a 
cented in snakeskin, which comes i 
natural, pink, blue and green. 

All of the shoes in Gidding’s shee 
salon are featured under the name c! 


Kilcrease, no other makes being shown. 
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Sells Parmalee Store 
Interest to Partner 


RocHESTER, N. Y.—William P. San- 
derson, a member of the firm of Moore- 
Sanderson Shoes, Inc., operating as the 
Parmelee Shoe Shop, at 54 East Ave- 
nue, has sold his interest to his partner, 
John J. Moore, and will open a new 
shoe store at 43 Franklin Street. 

The new store is called the Sander- 
son Health Shoe Shop. Mr. Sanderson 
is a chiropodist and will continue the 
practice of the profession in his store 
with lines of health shoes which are 
yet to be completed and announced. 

Workmen are putting finishing 
touches on the store, located on the 
north side of the Sibley, Lindsay & 
Curr Company building. 

Mr. Moore, a director of the New 
York State Shoe Retailers Association, 
will continue as sole owner of the Par- 
melee Shoe Shop. 


“Accumulated” Business 
In Full Swing 


ROCHESTER, N. Y.—Although long- 
awaited, the “buying rush” has finally 
made its appearance at the shoe stores 
of Rochester, with good business gen- 
erally reported in them. 

Owners and clerks are busy, the 
music of cash registers is heard more 
regularly, and coming weeks are filled 
with promise that orders which have 
been accumulating during the heavy 
snows of an unusually severe Winter 
will be given by consumers. 


Away From It All 


RoOcHESTER, N. Y.—Far from the hum 
of shoe factory machinery, George Wil- 
kins, former executive head of the 
Rochester office of United Shoe Ma- 
chinery Corporation, is now retired to 
the quiet of farm life in Nova Scotia, 
spending considerable time fishing. 

Mr. Wilkins, who has a wide ac- 
quaintance among shoe men, left here 
two years ago to take charge of the 
Binghamton office, later retiring on a 
pension. 


Suburban Shoe Store Wins Success 


[CONTINUED FROM PAGE 18] 


But how did it get that way? 

Perhaps the foremost reason is that 
within its portals is an unusual per- 
sonality, John H. Schmanke, known to 
shoe men throughout the United States 
as one who is loyal in friendship and 
wise in merchandising. 

He began work in a shoe store when 
he was thirteen and, except for brief 
interruptions, has been at it since. 

From the time that the Schmanke 
store was opened until 1929, various 
lines of shoes were handled, but that 
year the plan of the Brown Shoe Com- 
pany of St. Louis was adopted and the 
store has been 100 per cent Brown-bilt 
since then. 

“We used to carry from ten to fifteen 
lines,” said Mr. Schmanke, “adding to 
them when someone came along with 
a hot number. But each grew cold in 
time, finally became obsolete, and in- 
ventories were away out of line in com- 
parison with the business being done. 

“Since making the change, inven- 
tories are 40 per cent less and we are 
doing nearly as much business as at 
ihe peak. At the same time we always 
have new shoes and a good assortment 
of them without having a large amount 
of money tied up in stock. 

“IT should not like to have it appear 
that I am trying to tell John Slater or 
many other successful shoe men who 
are readers of Boot AND SHOE RE- 
CORDER how to run a shoe store; I can 
only tell how I make a go of it. 

“I believe in the power of advertis- 
ing—in the community. We started 
that before the neighborhood papers 
came, getting out a four-page sheet 
monthly that was called ‘Schmanke’s 
News.’ A newspaper man wrote the 
news, and it was sent out to a list of 
2500. 

“It promoted business, but when a 
good community paper was started we 
began using that. We also use papers 
in the towns beyond—towns from 
which people would pass our store on 
their way downtown to the city of 


Rochester. People will not cross the 
city from the country beyond, but many 
in whose path we are will and do stop 
and buy. 

“Up to 3% per cent of the budget is 
for advertising. 

“I think a customer should be shown 
at least four pairs of shoes to help him 
or her make a choice. We try to make 
sales, but never use any pressure in 
doing so. Sales may be made through 
pressure, but people don’t like it. 

“Sometimes we send people to other 
stores if we do not have what they 
want, because if all requirements were 
to be met there would be an inventory 
that would reach the sky. 

“We have one rule—don’t let cus- 
tomers handle the shoes. Shoes look 
better on the feet than they do in the 
hands, and that is where we try to 
have them placed for inspection.” 

Much of the credit for the fact that 
the store is prosperous and there is 
now practically no loss due to stock 
becoming obsolete was attributed by 
Mr. Schmanke to the Brown Plan un- 
der which an auditor comes to the 
store once a year or so, remaining 
four or five days to go over the stock 
and help plan for the next year. 

At Easter and on other occasions 
the store uses a whole page in the 
community paper, the owner of which 
helps Mr. Schmanke in preparing the 
ads. In smaller advertisements, and 
in other papers in the vicinity, he 
keeps the store before the people. 

It is 47 years since Mr. Schmanke 
went to work as a boy in the shoe store 
of E. H. Noble, Central Avenue, Roch- 
ester. 

“That was good training,” he rem- 
inisced, “but since I was only getting 
$1.50 a week, I thought I had a slight 
grievance when he laid me off after 
the Christmas rush was over—until 
Spring.” 

Nevertheless, he returned to work 

[TURN TO PAGE 56, PLEASE] 





of shoes. 





—There’s a vast difference between just buying a 


pair of shoes and being properly fitted to a pair 


—Boot & Shoe Recorder stimulates the man at the 
Fitting Stool—Point-of-Sale—to do a better job. 
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WANTED TO PURCHASE 








S OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 








Buyers of Surplus Stocks 
We will buy surplus er entire stocks of shees 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 
Patire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Waik-Over, Florsheim, Enna-Jettick. Vital- 
ity, Arch Preserver. Queen Quality, Bos- 
tonians. Stetson. Red Cross. Nunn-Bush, Etc. 

IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887. New York City 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 

















Family Continues Store 
For 65 Years 


LAPorTE, IND.—Sixty-five years ago 
Charles Kelling and S. Fellheimer 
opened a boot and shoe store at 614 
Lincoln Way. Now Louis C. Kelling, 
son of Charles Kelling and the present 
owner, is holding a 65th anniversary 
celebration. Harry L. Kelling, another 
son of the founder, is associated with 
the store. The store today is serving 
the third and fourth generations of 
families that originally traded with 
Charles Kelling. The store has carried 
accounts with several shoe manufac- 
turers for more than 50 years. Mrs. 
Harry L. Kelling operates a hosiery, 
purse and glove department in the 
front part of the store. Footwear for 
the entire family is featured in the 
stock. 


Partners Open Family Store 


Detroit, MIicH.—A new retail store 
was recently opened here as White’s 
Boot Shop, located at 6337 West Mc- 
Nichols Road. William Ginsberg and 
Abraham White are proprietors. Mr. 
White was formerly with the Ideal 
Shoe Store on the west side for nine 
years before embarking in his own bus- 
imess. A family store trade is being 
catered to in the new shop. 


Wedges Biggest Feature 
At Buffalo Showing 


BurraLo, N. Y.—This will be very 
colorful summer in footwear, at least, 
judging by the shoe exhibits at the 
Buffalo Shoe Style Show, on April 14 
and 15, at the Hotel Statler, which at- 
tracted a large number of shoe re- 
tailers from New York State, Penn- 
sylvania and the Province of Ontario, 
Canada. Reports from salesmen in 
women’s shoes indicate that the pref- 
erence of the dealers swung strong to- 
ward high wedges in both play and 
dress shoes, in gabardine, in doeskin 
with banding of reptile, patent and 
calfskin, some of them in two-tone pas- 
tel shades. 

Louis Rubin, chairman of the show, 
estimated that from 10 to 15 per cent 
of the total volume of business written 
at the show was in the high-heel wedges 
in multi-color. 

The wedge type shoes were easily 
the feature of the market. These were 
shown in many different designs, in 
one-strap sandals and elasticized 
pumps or two- to five-eyelet ties. Some 
were in reptile leathers and patent 
leathers. In play or sport type wedges, 
candy-stripes attracted much attention, 
also the black and whites, red and 
white, and tan and white. Open-toe 
and open-heel sandals continued strong. 
Black and white combinations led the 
colors in popularity, followed by brown 
and white and blue and white. About 
70 per cent of all white shoe novelties 
had open toes, and the number of en- 
closed shoes were relatively few in 
women’s shoes. 

Men’s shoes followed more standard 
lines and changes were mostly in re- 
finements of proven favorite styles. 
There was, however, a strong trend 
away from crepe soles to heavy rubbe: 
soles, the latter predominating in the 
sports type shoes. Men’s saddles were 
popular in black, tan and in combina- 
tions of white and darker colors. 

The next show, for exhibit of Fall 
shoes, will be held at the Hotel Lafay- 
ette, in July, the exhibitors decided at 
a short meeting after the two-day ex- 
hibit. 

Benjamin Etkin, president of the 
Greater Buffalo Shoe Retailers Asso- 
ciation and Affiliated Shoe Trades, 
highly commended the exhibitors of 
the show for their enterprise in making 
it possible for the shoe retailers in the 
smaller cities and towns of the state 
to come to Buffalo and see for them- 
selves the different styles available. 


Changes Firms 


BROOKLYN, N. Y.—Jerry DelRe, for- 
merly superintendent and designer for 
the Novelty Slipper Co., here, for the 
past 23 years, has recently joined the 
Norma Footwear Co., 62 Schenectady 
Avenue, Brooklyn, where he will take 
over the same duties as with his for- 
mer firm. 








_ MERCHANTS’ | NEEDS 





America’s only chain 
Stere Type Shee Mat Service 
Available to Just 25 Progressive Shoe Merchants 
WOMEN’S SHOES ONLY! 
Full Ads and Single Shoes 
WRITEOR WIRE FOR SAMPLES AND PRICES 


CHAIN Srous MAT SERVICE 
316 N. Eighth St. Leuis, Mo. 























IN ST. 1k STAY A 


Hotel ‘bennox 
DOWNTOWN, GOOD PARKING 
A coo FOOD ano REAL SERVICE 





Shoe Retailers and 
Podiatrists Meet 


BINGHAMTON, N. Y.—Necessity for 
cooperation between podiatrist and shoe 
fitter was the theme of the first joint 
meeting of the Podiatry Society of 
Broome County and the Broome County 
Shoe Retailers Association, held at 
Arlington Hotel, Binghamton, April 16. 

The dinner was attended by 100 
podiatrists, retailers and representa- 
tives of manufacturing industries. 

Principal speakers were Thomas J. 
Mangan, chancellor of the state board 
of regents; John F. W. Anderson, re- 
search editor, of Boor AND SHOE ReE- 
CORDER; Bruce L. Babcock, treasurer, 
Endicott Johnson Corporation; James 
O. Hoyle, investigator for state educa- 
tion department; Charles Strange, dean 
of shoe retailers in the triple cities; 
Toastmaster Dr. Gary Cornick, Bing- 
hamton podiatrist. 


Lectures on Shoe Fitting 


Newark, N. J.—The Essex County 
Vocational Schools of New Jersey dur- 
ing the past Winter began an eight- 
lecture course on the fitting and selling 
of shoes. The course was conducted by 
Herbert A. Hall, expert shoe fitter of 
Newark, N. J. 

The position of shoe fitting as a pro- 
fession was emphasized by Mr. Hall 
in all of his lectures, which covered 
every aspect of the practice of shoe 
fitting from such foundational matter 
as lasts, patterns and materials as well 
as anatomy and pathology, to the prac- 
tical problems of customer psychology 
and the actual application of shoes to 
feet. 

Instruction in shoe fitting has ap- 
pealed to practicing shoe fitters desir- 
ing to learn more about their profes- 
sion, and the initial registration was so 
large and the enthusiasm so general 
that a Spring course has been opened 
following the close of the Winter ses- 
sion. 











